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WANTS SAFEGUARDS 
KEPT UNIMPAIRED 


J. P. Sullivan of St. Louis Sounds 
Warning on Removing Any 
Bulwarks 


SEES DANGER IN SKIES 


Declares That Legal Reserve Life In- 
surance Has Stood the Test of 
the Century 


J. P. Sullivan of St. Louis, general 
agent of the Lincoln National Life, in 
a talk before the agency convention of 
the Columbus Mutual Life declared that 
the legal reserve life insurance system 
and the structure that it has built con- 
stitute the greatesc business achievement 
of the mind of man. He said that when 





J. P. SULLIVAN, St. Louis 
General Agent Lincoln National Life 


an agent or anyone clearly understands 
this “system he becomes enthusiastic 
about it. When an agent loves the busi- 
ness he will find the method or methods 


that will make him more successful. 
Shows Marvellous Growth 


Mr. Sullivan said that during the first 
100 years of legal reserve life insurance 
existence in this country which closed 
in 1914, there was $17,000,000,000 in 
force. Eighteen years later or at the end 
ot 1927 there was $93,000,000,000 in 
lorce. The new business written last 
year was equal to the amount of insur- 
ance in force at the end of 1914. Mr. 
Sullivan said that some of the life insur- 
ance companies now are the biggest 
financial institutions in the country. The 
Metropolitan Life, Prudential and New 
York Life, he declared, are now larger 
than any bank in the United States. 

Mr. Sullivan said that the depend- 
ability and reliability of the legal reserve 





MANY CONVENTIONS ARE 
SCHEDULED FOR FALL 


ORGANIZATIONS WILL MEET 


Big Season for These Gatherings Starts 
This Week and Will Continue 
Through October 





The big convention season has started 
and from now on until the first of No- 
vember there will be many meetings. 
The major conventions will be in Sep- 
tember and early in October. The 
Ancient & Honorable Order of the Blue 
Goose, the big fire insurance social or- 
ganization, started the ball rolling at 
Montreal this week. The Health & Ac- 
cident Underwriters Conference will 


meet in Chicago Sept. 5 for a three days 


session. The International Claim As- 
sociation will hold its annual meeting 
at Old Point Comfort, Va., Sept. 10-12. 
The National Association of Life Un- 


derwriters, which has one of the biggest 
conventions of the year, will have its 
annual meeting at Detroit, Sept. 12-14. 

The Association of the Superintend- 
ents of Insurance of the Canadian 
Provinces will meet Sept. 19 at Regina, 


Sask. The National Convention of In- 
surance Commissioners will hold its 
annual meeting at Rapid City, S. D., 
the week of Sept. 24-28. The Insurance 
Advertising Conference will start its 
three days’ meeting at Washington, D. 
.. Soet. 2. 

The American Life Convention, com- 
posed largely of the newer companies, 
will have its annual convention at St. 
Louis, Oct. 12-18. 


The Life Office Management Associa- 
tion will meet in Chicago, Sept. 27-29. 
The Association of Life Agency Officers 
will meet in Chicago, Oct. 29-31. The 
Industrial Insurers Conference, consist- 
ing of companies writing weekly pay- 
ment health and accident insurance, will 
meet at Asheville, N. C., Oct. 17-19. 
The Actuarial Society of America will 
meet in Philadelphia, Oct. 18-19. 


system had been put to the greatest pos- 
sible test. During the war period un- 
dreamed prosperity came to this country 
because it was furnishing the markets oi 
the world with its goods. When the 
time of depression came there were 
thousands of bankruptcies. The nation 
was plunged from the high peak of pros- 
perity to the depths of depression. Every 
line of business had its failures except 
legal reserve life insurance. Every. other 
business during the period of prosperity 
grew immensely. Life insurance went 
through the war without a whimper al- 
though untold contingencies confronted 
it. It did not increase its price. It con- 
tinued its operations naturally and cour 
ageously. The influenza epidemic, Mr 
Sullivan said, was more devastating than 
any war, pestilence or panic through 
which life insurance had passed, but 
there was not a single failure. 

All this demonstrates that the system 
itself is fundamentally sound. Its foun- 
dations are solidly fixed on the mortality 
table and the rules of mathematics. He 
said that the same actuaries working on 
the same problem get the same results 
in life insurance. The benefits figure out 
just the same. The companies, he said 

(CONTINUED ON PAGE 10) 





GRANTGES IS OFFICIAL 
OF MISSOURI STATE | 


IS MADE a 
seep | 


International Life Man Will Be Asso- 
ciated With the Agency Depart- 
ment of Reinsuring Company 


ST. LOUIS, Aug. 30.—President 
Hillsman Taylor aa announced the ap- 
pointment of W. F. Grantges to a vice- 
presidency of Be Missouri State Life. 
He will be attached to the agency de- 
partment. 

Mr. Grantges was first vice-president 
and general manager of the Interna- 
tional Life. He will be associated with 
Vice-President John J. Moriarty and 
relieve him of some of his varied du- 
ties. In recent months, especially since 
it reinsured the International Life, the 
Missouri State Life has grown to such 
proportions it now has need for another 
official in its agency organization of Mr. 
Grantges’ capabilities and knowledge of 
agency building. 

Mr. Grantges 


and Judge Charles G. 














GRANTGES 
Elected Vice-President 


w. F. 
Missouri 
State Life 

Revelle were among the very few In- | 
ternational Life officials publicly vindi- | 
cated by the nine insurance commis- 
sioners who probed that company’s af- | 
fairs, revealing the shortage of $3,562,- | 
“11 in cash and securities and the fact 
the company’s reserves had become im- | 
paired $2,014,000, 


Officials Assisted 
In their very first public statement | 
after the crash the insurance comnfis- | 
sioners stated some of the officials of | 
the International Life who were not | 
directly charged with looking after | 


financial matters had been of the utmost | 
help to the examiners, cooperating in 


. . | 
every way possible in an endeavor to 


straighten out the tangled situation | 
found. It is now known that Mr. 
Grantges and Judge Revelle were the 


fficials the commissioners had in mind 
when their statement was dictated. 
t is known that Mr. Grantges is very | 
(CONTINUED ON PAGE 10) 
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|AGENTS STILL OPPOSE 
CHANGE IN N. Y. LAWS 


Myrick, as Chairman of Special 
Committee, Reaffirms Its 
Position 


PLAN ANOTHER HEARING 


Further Conference of Parties in Inter- 
est to Be Held Some Time in 
October 


NEW YORK, Aug. 30. 
Beha’s 
underwriters in 


Replying to 
letter to 
defense 


Superintendent recent 
New York life 
of the proposed amendments to section 
97 of the New York laws, Julian S. 
Myrick, president of the state 
tion, 


associa- 


has reaffirmed the previously stated 


position of the agents in opposition to 


those changes. Speaking as chairman 
of the special committee which was 
named to confer with Mr. Beha and the 


this matter, Mr. 


last week addressed all 


actuaries on Myrick 
member associ- 
ations of the state body, stating that no 
reason has been found as yet to change 
the original position of the agents and 
that a meeting will be called for some 
time in October to further consider the 
proposals. 
Beha Asked Reconsideration 


Under date of Aug. 14, Superintendent 
Beha sent a comprehensive report to all 
local associations in the state, asking 
their reconsideration of the proposals, 
with a view to reaching common ground, 
where the department could go before 
the legislature with approval of com- 
panies and agents alike He answered 
the elaborate brief the agents had pre- 
viously filed with him in opposition to 
the changes and further explained the 
department's position. Mr. Myrick has 
now answered this and explained to the 
that no cause for a change in 


cial committee which has this in charge. 


They are not adamant, however, and are 
ready to consider the matter from all 
angles. A meeting will be held in Octo- 
ber to further consider it. In the mean 
time, they stand by their original deci 
sion to oppose the amendments. They 


hold that the department and the actu- 
aries, in several hearings held thus far, 
have failed to show reason why a new 
viewpoint should be adopted 
Convinced 

It is stated by Mr. Myrick that the 
special committee had been made to be 
lieve that it would be shown the char- 
acter and evidence of company practice 


Agents Not 


justifying the change in the law. After 
several conferences, the showing failed 
to convince the agents that there wa; 


any company practice justifying the sub 
stitution of a radically new idea with 
unknown possibilities for one that has 
worked successfully for 21 years. Such 
comunittee believes, 
could be satisfactorily handled under the 
{CONTINUED ON PAGE 10) 
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“STUDY YOUR BUSINESS,” 
ADVISES DARBY A. DAY 

ADDRESSES AGENTS’ MEETING 

Chicago Manager of Union Central Life 


Speaks at Convention of Columbus 
Mutual Life Men 





In his address at the agency conven- 
tion of the Columbus Mutual Life at 
Columbus, O., Darby A. Day, Chicago 
manager of the Union Central Life, laid 
heavy emphasis on the necessity for an 
agent’s studying the business he is in, 
that he may serve his clients properly, 
and scored the practice of making for a 
client or a prospect a statistical cata- 
logue of the cash a policyholder may 
derive from his policy a few years after 
he buys it. In part he said: 

“To sell life insurance is not difficult. 
It is not an arduous labor. It is an easy 
way for most people to get by because 
they are using the theories and the ideas 
that are passed on to them by their home 
office, by their competitors, and by their 
associates as a vehicle through which 
they may deliver a policy and collect a 
premium from some person or persons 
whom they find without any effort to 
ascertain their needs and to fill their 
needs 

Stresses Service 

“When I sell a man a life insurance 
policy I like to say when I leave him, 
‘Il am glad to have had this interview 
with you, glad to have received your 
application and glad of the opening of 
a long period of service and I want you 
to feel that the time of my service ceases 
only when the policy ceases or when you 
cease to be.’ 

“Many of us do not try to learn life 
insurance from the salesmen’s or the 
fieldmen’s point of view. If you do as 
I think you will want to do and if you 
accept the thought that I want to plant 
in your heart, you will conceive first you 
are in business for yourself as a partner 
with this great company of yours. 

Agents Must Study 


“How can you sell life insurance if you 
do not get the working tools? How can 
you do it, if you do not study life insur- 
ance? You must ask your company for 
all the literature it has and on top of 
that you must buy every text book that 
is published and subscribe for every in- 
surance journal. If you get only one 
idea a year from one insurance journal 
it is worth many times the price of your 
subscription. 

“A life insurance man must first sel! 
himself the idea of life insurance and be- 
come interested in it by studying it and 
in that way build up character that will 
reflect in the tone of his voice when he 
talks to his friends or prospects or what- 
ever you may choose to call them. 


Ledger Exhibits Harmful 


“One thing in which I think we are 
all wrong is making a ledger exhibit of 
life insurance values if a man surrenders 
his policy at the end of one, two, or three 
or four years. I always.say to a man 
when I sell him insurance, ‘Don’t ever 
sacrifice this policy or any part thereof 
until you have first seen me. There may be 
a way in which I can prevent this sacri- 
fice.’ Do not use the ledger exhibit. 
Appeal to his reason, his love, his desire. 
Ninety percent of life insurance men are 
using ledger exhibits. Do not tell a man 
when you sell him a policy he can carry 
it for four or five years and then he can 
surrender it and it would cost so much 
per thousand. 

“When a man surrenders his insur- 
ance, that makes dividends less to our 
policyholders who persist. That makes 
the cost of insurance more. Sell insur- 
ance as you would sell a home. Sell 
insurance as a roof to protect the family, 
sell it as a means to keep the family 


together after the provider is gone. 
“One of the best ways to sell insur- 
ance is to walk into a man’s office and 








THE 


F EWER APPLICANTS FOR 
AGENT’S LICENSES FAIL 


PERCENTAGE GROWS SMALLER 


Experience of Connecticut Department 
Is That Training Courses Assist Pros- 
pective Field Men to Pass Tests 


Marked decrease in the proportion 
of unsuccessful applicants for licenses to 
sell insurance in Connecticut is indi- 
cated by the results of the agents’ quali- 
fying examinations covering the first 
seven months of this year, made public 
by Commissioner Howard P. Dunham. 
The Connecticut Gepartment was one of 
the first in the country to safeguard 
the insurance-buying public by requiring 
that each prospective agent pass an ex- 
amination as a prerequisite to obtaining 
a license to sell insurance. 

Of the 1,290 applicants examined this 
year to Aug. 1, the number of failures 
was 132, or 10.2 percent, as against 17 
percent for the corresponding period 
last year. This decrease in the per- 
centage of failures is attributed to the 
fact that more companies are training 
prospective agents at their home offices. 


Many Try Again 


Many of the men who fail to pass the 
test the first time try again and succeed, 
some taking the test three or four times. 
On June 20 last, there were 27,320 
licenses to sell insurance in force and 
5,892 agents in Connecticut. A man 
may be licensed as agent for 
companies, and may handle more 
one type of insurance. Under a new 
ruling of the department, persons who 
solicit for firms, partnerships or cor- 
porations must have individual licenses, 
whereas previously they were allowed to 
operate under the license of an agency. 

The questions asked in the test are 
the result of scientific study. While not 
necessarily highly technical or difficult, 
they are designed to cover the essen- 
tials which every agent should know 
for the protection of the public against 
ignorant misrepresentation of insurance 
contracts. 








when he says, ‘What can I do for you?’ 
say ‘I am writing wills.’ Many a man 
will say, ‘What would I do with a will. 
I have nothing to leave.’ He is your 
best prospect. Many a man will say, ‘1 
have my will all written.’ He is your 
second best prospect, because then you 
can say, ‘Have you provided an educa- 
tion fund for your children? ‘I have a 
trust fund.’ ‘Have you an irrevocable 
fund or is it revocable?’ Either answer 
gives you a chance to tell him how much 
better life insurance is than a trust fund. 


because of its stability. ‘Have you a 
mortuary policy? Why don’t you say 
that you are going to have a $2000 


funeral and have a $2000 policy to pay 
for that funeral? Do you want your 
wife to pay your doctor bill after you 
are gone? Why not take out a policv 
to take care of the expenses of your last 
illness?’ 


“Competition is the life of trade. Did 
Henry Ford, when he started out to 
make automobiles conceive the idea 


that all he needed was a catalogue and a 
prospective customer, or did he conceive 
the idea that he wanted to serve the 
greatest number of people with the best 
product within their means? No, Henry 
Ford started out to know every part of 
the Ford car. That is what we ought 
to do with life insurance. Then and then 
only will life insurance be what vou and 
I want it to be. 


Wins Baseball Championship 


The Lafayette Life baseball team won 
the championship in the Class A of the 
Lafayette Commercial Baseball League 
this summer bv winning nine games and 
losing three. This is the first season the 
insurance company has had a team in the 
Commercial League. 


several } 
than ' 





Ni ATIONAL UNDE RW RITER 


HOME OFFICE PEOPLE 


JOINED AGENCY FORCES 
NATIONAL U. S. A. MEETING 


Chicago Company Held Its Sixtieth 
Anniversary Convention at Washing- 
ton, D. C. Under Favorable Auspices 


convention 
U. S. A., in Wash- 


At the 60th 
of the National Life, 
ington, D. C., last week, the occasion 
was used for featuring some of the 
outstanding figures in the agency organ- 
ization. The home office delegation was 
led by A. M. Johnson, chairman of the 
board; President Robert D. Lay; Vice- 
President Walter E. Webb; Vice-Presi- 
dent and Medical Director Walter A. 
Jaquith. Arthur D. Hemphill of Kan- 
sas was installed as president of the 
$100,000 Club succeeding V. M. Tress- 
ar of Los Angeles. W. T. McClintick 
of Peoria, Ill, who has been with the 
company for more than 32 years, advo- 
cated loyalty to the business and com- 
pany. James S. Barrow, another mem- 
ber of the “Old Guard,” contrasted con- 
ditions confronting men entering the 
business 25 years ago and those today 
The ambitious young man, he said, has 
a great opportunity to make a success 
in life insurance work because he has 
so many helps. Chauncey Cox of the 
3arrow agency advocated planning a 
program of service, so as to accomplish 
the maximum for the time and effort 
expended. 


anniversary 


Methods of Agency Builders 


Freeman J. Wood, agency supervisor 
at the head office, cited some of the 
methods of agency builders, pointing 
out that there are no two alike. There 
is no definite certain formula to success 
in development work. E. L. Almand 
of Georgia, who has made a great suc- 
cess in personal work, said that to write 
persistent business a man must learn 
his vocation thoroughly. He should let 
his prospect know that.it is his inten- 
tion to remain permanently with the 
institution he represents. When per- 
manent business is written the profits 
for the agents are much greater. A. 
Lee Peacher of Arkansas said that if 
a prospect’s real needs were analyzed 
and the agents carefully and compe- 
tently diagnosed the case, the lapse ra- 
tion would be cut down materially. <As- 
sistant Secretary John B. Parker ex- 
plained the insurance trust plan, saying 
that it can be used by the average pro- 
ducer as well as the large ones. 
Assisting Managers 


George R. Holdhusen, field super- 
visor, pointed out some practical means 
of agency building. He showed how 
the company is assisting agency man- 
agers to obtain the right kind of men. 
Len F. Fry who has recently gone with 
the Spokane general agency said that 
some men are carrying on their life in- 
surance business with oxcart methods 
instead of following modern procedure. 
W. C. Brimley of Salt Lake City, super- 
visor of agencies, explained some of 
the methods that he has used in build- 
ing men. He is getting together a 
splendid agency organization in the 
inter-mountain section, 

C. C. Robinson, who has just been 
made agency manager at Pittsburgh 
paid tribute to the memory of the late 
Harry T. Sawyer, his predecessor who 
for more than 20 years held the posi- 
tion at Pittsburgh. J. Wiley Allen of 
Flint, Michy,, supervisor of agencies, 
gave as the requirements of a good 
agent honesty, industry, ambition and 
self confidence. He said that the big- 
ger a man is, the bigger men he will 
attract to his organization. He advised 


Company Is 


selecting men not previously engaged 
in insurance tor agents. 
Assistant Secretary Kenneth Mullins 


gave an address of interest to life men 
in that he stressed the conservation of 
estates which policyholders have helped 
to create. Dr. -Jaquith dealt with risk 
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JOHNSON & HIGGINS 


DEVELOPING BUSINESS 


EUBANK FORGES TO FRONT 


Firm Has Accomplished Much in the 
Building of Brokerage In 
Seven Months 


NEW YORK, Aug. 30—There has 
been much speculation as to the amount 
of business the life department of John- 
son & Higgins, of which Gerald A. 
Eubank is general manager, has don 
since the first of the year, as no figures 
have been given out either by Johnson 
& Higgins or by the two companies for 


which they are general agents, the 
Prudential and the Home Life of New 
York. In the current report of the 
Prudential, covering the first seven 
months of the year, there is the first 
evidence as to what has been done, 


though figures are still not forthcoming. 
Estimates Are Justified 


It has been recognized that this office, 
developing a general agency through the 
brokerage contacts, has been doing a 
sizeable business and estimates have 
been at from $1,000,000 monthly to con- 
siderably above that figure. It is now 
apparent that these large estimates are 
justified, inasmuch as the Johnson & 
Higgins office led all Prudential general 
agencies for July and jumped into sec- 
ond place among all offices for the year 
to date. Opened on Jan. 1, this office 
has, in its seven months of existence, 
developed from last place to second 
place and in July passed all offices, even 
the well-known Foehl agency in New 
York. Also, the Johnson &° Higgins 
office has already passed its full year’s 
allotment, a further indication of . the 
volume it has been writing. The -Pru- 
dential gave this office a healthy sized 
allotment, but it was passed in the first 
seven months. 


Developed Big Brokerage Business 


Mr. Eubank has developed a huge 
brokerage office in “Comparatively short 
time, carrying on the work which made 
the Hart & Eubank office famous 
throughout the country. Not only has 
the office been developed to these large 
proportions, but Mr. Eubank has con- 
tinued with a healthy personal business. 
His total of personal paid for in the 
11 months since he left the Actna Life 
was over $3,500,000. That 11 months 
period included one month of vacation 
and two months of personal work only. 
The balance was spent in the joint work 
of directing the life business of the 
Johnson & Higgins organization 
throughout the country and the con- 
tinuation of personal writing, with this 
huge total as the result. 


selection, showing how the agents can 
cooperate with the medical department. 

Senator Reed Smoot of Utah, Insur- 
ance Commissioner T. M. Baldwin of 
the District of Columbia and President 
Robert D. Lay were speakers at the 
banquet. Mr. Lay traced the National 
Life, U. S. A. growth over a quarter 
of a century, pointing out that during 
the present ‘administration it had grown 
from $3,000,000 assets with $25,000,000 
in force to $300,000,000 in force and 
$55,000,000 assets. Mrs. A. M. John- 
son gave a talk that elicited much ap- 
plause. She stated that if one is te 
succeed he must catch the vision 0! 
the need and value of the commodity 
which he is selling. Mr. Johnson con- 
cluded the ocasion with a talk. A num- 
ber of other agents spoke during the 
session. 


Neukum on Western Tour 
William A. Neukum, assistant 
ager of the life underwriting department 
of the Missouri State Life, is making 
an extensive tour of the west. 


man- 
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A. -E. PATTERSON’S NEW 
POST IS ANNOUNCED 


1928 


Chicago General Agent of Penn 
Mutual Life to Establish An- 
other New York City Agency 


MORE BUSINESS SOUGHT 


Hugh D. Hart States That $100,000,000 
Per Year Is Production Goal in 
Nation’s Metropolis 


Alexander E. Patterson, a short time 
ago put in charge of the McCary gen- 
eral agency of the Penn Mutual Life in 
Chicago, return to New York, 
where he had his first notable agency- 
building success. As already § an- 
nounced, Frank H. Davis, until recently 
second vice-president of the Equitable 


is to 





E. PATTERSON 


ALEXANDER 


Life of New York, is to succeed Mr. 
Patterson in Chicago. Vice-president 
Hugh D. Hart of the Penn Mutual gives 
his reasons for the transfer in issuing 
the announcement. His views respect- 
ing the future of life insurance produc- 
tion are held by other executives, but 
they have added interest by the frank- 
ness of their setting forth. 

Mr. Hart says that the Penn Mutual 
is already well represented in New 
York, and drawing about $50,000,000 of 
new business a year from the metrop- 
olis. The aim is to increase the produc- 
tion to $100,000,000. The present agen- 
cies are those of J. Elliott Hall, main 
and branch offices; McWilliam & Hyde, 
Rooney & Vermilye, J. A. Goulden & 
Son, Ralph G. Engelsman and, in 
Brooklyn, Joseph A. Eckenrode. 


Patterson Able Organizer 


Alexander E. Patterson has demon- 
Strated his organizing and producing 
ability both in New York and Chicago, 
and his return to New York under the 
responsibility of this new and greater 
task gives him an opportunity to 
heighten an already noteworthy reputa- 
ton. During his incumbency for the 
Penn Mutual in Chicago he has in a 
few months doubled the production and 
quadrupled the manpower of _ this 
og ency. Mr. Patterson begins his work 
- the metropolis on Oct. 15, and will 
build a new age ncy from the ground up. 

Vice- -president Hart says 

“I think that the big cities are to be 
€ great battle ground for life insur- 
ance in the future. Furthermore, I be- 
lieve that large units are more econom- 


units, 
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LIFE INSURANCE EDITION 


SEMI-ANNUAL STATEMENTS—LIFE COMPANIES 


(As Reported to the Governor of Georgia) 


nea 


J 


American Bankers.......+++++++ i ; 
*American National........++++ « 
*Bankers Health & Life 









une 30, 1928 Jan. 1 to June 30, 1928 
Surplus Income Disb'’sements 
358,766 ¢ 2% 1,115 sS 

3, 8: + 645 





804, 480 





Berkshire LAfC..cccccccececesss 4,423, 267 

Guaranty Mutual Life.......... 1,953,683 

Guardian Life......cssccceceess 8,834,029 

*Industrial L. & H....-.eseeeee , 0,24 1,790,771 

Lincoln Reserve Life........-.-- 1, 883,026 205,620 _ 300,647 

National Life of U. S. A.......-- 5: 7,626 3,7 77,486 5,330,091 

Phoenix Mutual Life..........- 119 6,940,8 30 14,798,312 

*Pilgrim Health & Life........-- 575 Bs 503,420 

Provident Mutual Life.......... 21: 5,004. : 22,680,650 

Security Life & Trust......... 2,198, 1i4 a 472,886 », 343,86 
: Fidelity National. 1,289,548 2,959,341 3,049,524 


*Washington 


7 *Includes accident and health. 


PROGRAM FOR ATLANTIC 
LIFE CONVENTION GIVEN 


Frank H. Sykes, vice-president of the 
Fidelity Mutual Life, will be one of the 
speakers at the ninth annual Aces con- 
vention of the Atlantic Life to be held 
at the Chateau Frontenac, Quebec, 
Sept. 3-6. His subject will be “Sign- 
boards to Somewhere.” E. A. Saunders, 
president of the Atlantic, will present a 
“Review of the Year’s Progress.” 

Other speakers on the program are: 
R. G. Richards, agency secretary, “Can 
the Life Underwriter Go It Alone?” 
G. B. Davis, general agent, Tampa, Fla., 
“Experiences of a New General Agent”; 
Dr. Frank P. Righter, vice-president 
and medical director, “Some Medical 
Department Thoughts”; R. R. Payne, 
general agent, Charleston, W. Va., 
“Analysis and Programming”; E. Lynn 
Gordon, assistant secretary, “Account- 
ing Practices and Service to Policy- 
holders”; Frank E. Welsh, of Prentice- 
Hall, New York, “The High Cost of 
Dying.” 

Service pins will be awarded to vet- 
erans in the various agencies. 


ical (up to a certain point) than small 
as a source of business. I also 
believe that the life insurance companies 
may face more difficulty in rolling up 
their annual record-breaking totals of 
production in the coming years than 
during the past decade or two. At any 
rate, this is a conservative view of the 
production problem. 
Quality Leadership Required 


“Having these views in mind, I be- 


} 





GOOD LIBRARY MAINTAINED 
FOR ATLANTIC LIFE MEN 





Under the title “Selected Books for 
Atlantic Life Underwriters,” the Atlantic 
Life has issued to its agency force a 


catalogue of literature on insurance sell- 


ing. in the fore word to the catalogue 
the company says: “This catalogue con- 
tains the titles of the most important 


and valuable books on the shelves of the 


| free circulating library in the agency de- 


lieve that the sound course to follow is | 


to marshall the human machinery of our 
company in such impregnable fashion, 
especially in the great cities, that the 
Penn Mutual will be prepared to main- 
tain its place in the sun, production- 
wise, regardless of what the future con- 
ditions of obtaining volume may be. To 
do this a high order of leadership is re- 
quired. 


Important Production Center 


“New York City is not only the most 
important center of production, it is also 
the most exacting in its competitive and 
service requirements. The Penn Mutual 
is well represented in New York; we 
are securing about $50,000,000 out of 
New York City this year. We wish to 
secure $100,000,000 per year; that is, an 
additional $50,000,000 during the next 
few years, without overburdening our 
present machinery. We have therefore 
selected Alexander E. Patterson of Chi- 
cago to establish in New York an addi- 
tional agency, with plans for building it 
up to one of the largest life insurance 
agencies in the city. We have selected 
Mr. Patterson to perform this difficult 
but far-reaching feat \ecause our obser- 
vation of Mr. Patterson’s work has con- 
vinced us that he is one of the most 
brilliant masters of agency organization 
and management in America. I consider 
this move one of the most important we 
have made in our expanding manpower 
program.” 








partment at the home ofhce of the At- 
lantic Life. Atlantic field representatives 
are urged to make use of this library, 
since the knowledge to be gained by 
thoughtful reading is vitally necessary 
to the successful life insurance man of 
today.” The company will mail to any 
of its agents, at its own expense, any 
book requested, provided of course that 
the book requested is not already loaned 
out. 


Among the authors listed are: Edward 
A, W oods, Hugh D. Hart, S. S. Hueb- 
ner, Griffin M. Lovelace, Tressler W. 


Callihan, J. B. Duryea, Charles J. Rock- 
well, John A. Stevenson, William Alex- 
ander, Everett M. Ensign, Abner Thorp 
and William Hilleary, M. A. Shattuck, 
Harry McNamer, M. Albert Linton, 
James Elton Bragg, Ralph G. Engels- 
man. This list of authors, which in- 
cludes but a few of the names in the 
catalogue, indicates the quality of the 
literature available to the Atlantic Life’s 


field men. 


CELEBRATE COMPLETION 
OF NEW HOME OFFICE 


_ ST. LOUIS, Aug. 30.—The Central 
States Life, as a feature of its annual 
agency convention, is celebrating the 


completion of its new home building on 


Lindell boulevard, the show street ot 
St. Louis. The structure is just west ot 
Grand boulevard, the city’s principal 


north and south thoroughfare. 

The building formerly was the home 
of the St. Louis Club and was erected 
originally in 1904, primarily as a place 
to entertain the many notable guests 
from all parts of the world who were 
visiting St. Louis for the Louisiana Pur- 
chase Exposition. The interior of the 
club was partly destroyed by fire m 
January, 1923. It was acquired by the 
Central States Life two and a half years 
later. 

The reconstruction work included the 
removal of the three floors of the in- 
terior work and substituting a four-floor 
structure, considered a remarkable engi- 
neering feat. The new construction is 
entirely of reinforced concrete and fire- 
proof in every respect. 


Morrow to Read Paper 


William I. 
the 
Life, 


Morrow, superintendent of 
accident department of the Aetna 
will read a paper on “Life Indem- 
nity Claims Under Accident Policies,” 
before the International Claim Associa- 
tion meeting at okd Point Comfort, Sept. 
10-12. He is a student of this most 
interesting phase of the accident busi- 


| ness. 





- 


agent of the 








COLUMBUS MUTUAL 
AGENCY MEETING 


Number of Notable Speakers 
Were Present at the 
Convention 


BRANDON TALK WAS READ 
Remarkable Record of George J. Ab- 
della, Who Leads the Production 
Forces of the Company 


George J. Abdella, Lancaster, O., who 
is the leading producer for the Colum- 
bus Mutual Life, acted as honorary 
chairman at its convention at the head 
office last week, he opening all the ses- 
sions. Mr. Abdella has had a remark- 
able career. Since 1916 he has had 5 


He 


percent lapse ratio on his business. 





Cc, W. BRANDON 
President Columbus Mutual Life 


has never had a policy returned for can- 


cellation. He has succeeded in deliver- 
ing every policy that he sold. During 
the last 17 years he has been the leader 
for nine years. He never writes any but 
annual premium business. Mr. Abdella 
says that he sells insurance and does 
not write it. He delivers every policy 


himself, talks to his policyholders about 
their contracts and sees that they stick. 
During the last three years his minimum 
policy has been $5,000. In 1926 the 
average was $12,000 and last year it was 
$15,000. He has been the leader the last 


three years in succession. He has never 
been below third place. He went with 
the Columbus Mutual in 1911. He gives 


great credit to President C. W. Brandon 
for what he has made of himself. He is 
a native Syrian. He never had any edu- 
cational advantages, but has great sales- 
manship ability. He sells about 30 per- 
cent of his business to farmers. Mr. 
Abdella has about 75 agents working in 
Ohio and Florida that he has appointed. 
Under the Columbus Mutual contract 
he is receiving overriding on the busi- 
that they write. 


ness 


Had Prominent Speakers 


Vice-President and Secretary D. E. 
3all presided at the first afternoon ses- 
sion when Vice-President James V. 
Barry of the Metropolitan Life and 
Darby A. Day of Chicago, manager of 
the Union Central Life, spoke. Other 
speakers at later sessions were M. D. 
Donham, of Columbus. O., general 
National Life of Vermont, 
(CONTINUED ON PAGE 11) 
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BLIGHTED 
LIVES 


The chances are that an uninsured or 
under-insured man would resent the charge 
that his indifference might destroy the hap- 
piness of his children. 


Yet the records hold countless 
stories of loyal sons and 
daughters who have sacri- 
ficed their own inherent right 
to rear families because they 
felt their first duty to be the 
care of the widowed mother 
left penniless by a careless 


husband. 


The failure to provide adequate 
protection reaps a_ harvest 
of many sorrows. 


Prudential Ordinary 
Agencies, found every- 
where, offer the bestin 
low net cost protection. 





The Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 




















MISSOURI STATE LIFE 
TAKES INTERNATIONAL 


Reinsures All of Company’s Busi- 
ness—Total Is Estimated 
at $320,000,000 


RECEIVERSHIP CONTINUES 


Deal Merely Ends Career of Carrier 
That Was Bought and Mishandled 
by Roy C. Toombs 


ST. LOUIS, Aug. 30.—The Missouri 
State Life on Aug. 25 reinsured the 
$320,000,000 of insurance carried by the 
International Life of St. Louis and the 
latter organization as an insurer passed 
out of existence. 

United States District Judge Albert 
L. Reeves of Kansas City, Mo., sitting 
in the Federal District Court in St. 
Louis, Aug. 24, ordered the federal re- 
ceivers for the International Life, Mas- 
sey Wilson, a former president of the 
International, and Ben C. Hyde, super- 
intendent of insurance for Missouri, to 
accept the reinsurance contract offered 
by the Missouri State Life. 

Policyholders Protected 


This contract assures absolute protec- 
tion to the policyholders of the Inter- 
national Life and over a period of 15 
years may pay as much as $5,625,000 
with interest at 5 percent to the receiv- 
ers of the International Life for the 
benefit of the stockholders and other 
claimholders against that company. It 
has been estimated by Hillsman Taylor, 
president of the Missouri State Life, 
that the International Life stockholders 
should receive not less than $4,000,000 
ior their holdings. 

The taking over of the International 
Life’s insurance business makes the 
Missouri State Life the largest life com- 
pany west of the Mississippi river. It 
now has more than $1,140,000,000 of life 
insurance in force and admitted assets 
in excess of $125,000,000. It ranks 14th 


among the large life insurance com- 
panies of the world. 
Receivership Still in Force 
The reinsurance deal does not ter- 


minate the receivership for the Inter- 
national Life and its holding company, 
the International Company of St. Louis, 
but merely ends the insurance career of 
that corporation. The next step of the 
receivers will be to institute proceedings 
to recover from Roy C. Toombs, presi- 
dent of the International Life, the 
Toombs & Daily Company of Chicago 
and other persons any assets wrongfully 
or unlawfully taken from either cor- 
poration. Receiver Wilson has also in- 
dicated that he will endeavor to force 
former owners of the common stock of 
the holding company to pay that cor- 
poration part of the money received 
from Roy C. Toombs a year ago. 

On Aug. 25 W. Glenn Darst, secretary 
of the International Life, was arrested 
on a charge that he signed a fraudulent 
stock certificate for 3,000 shares of the 
company which was used by Roy C. 
Toombs as collateral for a loan of $500,- 
000 secured from the Great Southern 
Life of Houston, Tex. 


Darst Released on Bond 


Darst was released within an hour 
after his arrest on $10,000 bonds signed 
by a professional bondsman. The of- 
fense with which he is charged is pun- 
ishable by a fine of $3,000 or imprison- 
ment of from three to seven years. 
However, it is generally believed that 
the charge placed against Darst was 
really intended to assure his appearance 
as a state’s witness against Roy C. 





when and if the president of 
is ever brought to trial. 
In the meantime Toombs, under the 
protection of a federal court writ in 
Chicago, is still successfully defying the 
prosecuting authorities and the gover- 
nors of Missouri and Illinois. To date 
he had been able to use a federal civil 
action to frustrate all efforts to return 
him to Missouri to answer to four war- 
rants issued against him, one charging 
grand larceny of $104,000 and the other 
three with using fraudulent stock cer- 
tificates as collateral for the $500,000 
loan made through E. P. Greenwood, 
president of the Great Southern Life. 


Great Southern Forecloses Loan 


Toombs, 
the company 


Later the 9,000 shares of over-issue 
stock used for this loan were replaced 
by 9,000 shares of legitimate stock that 
Roy C. Toombs obtained from the In- 
ternational Company of St. Louis on 
his promise to pay that corporation $90 
a share for it. The board of directors 
of the holding company authorized this 
sale to Toombs. In the meantime the 
Great Southern Life through counsel 
has foreclosed on the Toombs loan and 
a similar loan of $500,000 made to the 
holding company direct, and according 
to testimony given by Greenwood be- 
fore Federal Judge Reeves last Friday 
is now the owner of 16,700 shares of 
International Life stock. Greenwood 
also held Toombs’ proxy for the balance 
of the 23,624 shares of stock originally 
owned wi the International Company. 

Judge Reeves in directing the federal 
receivers to approve the reinsurance 
contract with the Missouri State Life 
severely rebuked the stockholders and 
directors of the International Life for 
the conditions of that company’s affairs 
revealed by the testimony in his court, 
saying in part: 

“Apparently the board of directors se- 
lected as president a man who was not 
trustworthy. It appears from the evi- 
dence that he began a_ systematic 
method of stealing from the company, 
and carrying off its securities, a most 
unusual thing to be tolerated even for 
a moment. The board of directors un- 
questionably ought to have had some 
information about that or some other 
officers ought to have had. 


Solvency Previously Questioned 


“There has been intimation in the 
testimony here that the International 
was under grave suspicion two or three 
years ago—that its solvency was ques- 
tioned then. I did not dream that any- 
thing of that kind had existed for so 
long a time.” 

Judge Reeves, prior to going upon 
the federal bench, was an actuary for 
the Missouri insurance department and 
at one time was an officer of the Con- 
tinental Life of St. Louis. 

The reinsurance contract of the Mis- 
souri State Life briefly provides that 
that company takes over all of the as- 
sets and assumes all of the insurance 
contracts and obligations of the Inter- 
national Life. 

It does not assume any of the claims 
against the International Life that may 
arise because of over issuance of capital 
stock or similar transactions, and will 
not benefit from any recovery made by 
the receivers from Roy C. Toombs, the 
Toombs & Daily Company or others 
for assets, cash or securities wrongfully 
or unlawfully taken from the Interna- 
tional Life. 


Will Handle Only Insurance 


The Missouri State Life will collect 
all premiums, notes, interest, etc., now 
due or which may hereafter become due 
by virtue of any insurance contract en- 
tered into by the International. While 
the Missouri State does not take over 
the charter, stock records or minute 
books of the International, it shall have 
access to minute records when it de- 
sires. | 

The International retains its charter 
merely for the purpose of administering 
its rights and liabilities not conveyed to 
or assumed by the Missouri State. It 


yNe- 


agreed to cease immediately and co 
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tinuously retrain irom engaging in the | amount required to offset the impair-| tional Life convention examination, has | lateral on two loans total $1,000,000 
life insurance business in any manner.| ment of the International Life’s re-| been appointed a special assistant circuit | made to the International Company and 
The Missouri State Life assumes the | serves, approximately , $2,000,000, and | attorney for the prosecution of Toombs | to Roy C. Toombs. 
policy obligations of the International | will also make good any subsequent| and others in connection with the | Jacob L. Babler, a former vice-presi- 
Life as if the _business was originally charge-offs in the assets of the Interna- | wrecking of the International. | dent of the International Life, has also 
oe itself, and — Png | tional Life taken over. Cnet Ge Aueeet Geena foreclosed on 3,839 shares of the hold- 
tion whatsoever on the rights of the | D - ing company’s life insurance company 
- - er eficit About $1,500,000 — ° a » T)- I . ance Compan: 
policyholder under his policies. All | = eras Hearing under the Toombs & Daily | stock used as collateral on a loan made 
death and disability claims accrued and | _Various insurance commissioners tes- | Company auxiliar$ receivership is con | to Toombs. There is now due $130,000 
unpaid are assumed, subject, however, | tifying before Judge Reeves on Aug. 24 | tinued to Sept. 5 by Referee in Bank-| on this loan with interest. Of the re- 
to the same right and defense as have | estimated that the additional deficit | Tuptcy Coles. Chicago police have asked maining stock formerly owned by the 





been or can be possessed by the Inter- should not exceed $1,000,000 to $1,- St | cag ae" a warrant: for the arrest holding company all but 1.500 shares 
national Life. 500,000. a er of Roy ©, Toombs. Circuit Attorney | are up as collateral for other loans 
Agents’ and supervisors’ contracts not | Ihe Missouri State agrees to maintain | Howard Sidener is in Chicago with four | made to the company and to Toombs 


subject to cancellation were also as-| separate and complete accounts on the extradition warrants honored by Gov- 


sumed. The Missouri State Life will | business assumed and assets admitted, | ernor Small of Illinois and plans to CONNECTICUT MUTUAL’S 


also enter into new contracts with all) non-admitted and non-listed received in | arrest Toombs at once and if possible . 
other International Life agents on an | the form described by the National Con- | return him to St. Louis immediately. EDUCATIONAL CONFERENCE 
equitable basis and at rates of commis- | vention of Insurance Commissioners for With the reinsurance deal with the ——--- 

sions and conditions consistent with the | life companies, and as of June 30 and | Missouri State Life out of the way, Glacier National Park will be the 
standards maintained by the agency | Dec. 31 each year will prepare a state-| the attorneys for the receivers of the | scene of the 1928 national educational 
organization of the company. | ment of the income and disbursements | international Life and the International | conference of the Connecticut Mutual 

All other contractual obligations of | and the assets and liabilities of such | Company of St. Louis, a holding cor- | Life, Sept. 4-6. 

the International ordinarily arising in | business, showing the deficit or surplus poration which did own 23,624 shores \ total of 119 sales representatives, 
the course of business are assumed ac- | and the earnings on the business. of International Life stock, have turned | including 83 agents, 15 general agents, 
cording to the true intent and tenor| So long as there exists a deficit on | their attention to the task of recover- | nine district agents and 12 supervisors, 


thereof, including its agreement to make | the International Life account balance | ing some of the assets taken from the | together with guests and nine home of- 
payments under what are styled “partic- | sheet the earnings from the business | companies by Roy C. Toombs and oth- | fice officials, will make a total of about 
ipating certificates” and which were is- | taken over will be divided 25 percent to | ers. It is probably that within the next | 175 in attendance. 


sued in connection with the reinsurance | International Life and 75 percent ap-| i¢w days civil suits will be instituted Each one of the three days will be 
of other companies’ business. | plied to pay off the deficit made good | #gainst Toombs and the Toombs & | devoted to the subject of programming, 
Commission Status Unaffected from surplus of Missouri State. Daily Company, the ( hicago invest- | husiness insurance and income insur- 

an . . . . Baker Made Special Assistant ment house headed Ny : loombs, to re- | ance respectively. hey will be dis- 
[The Missouri State recognizes the covered the $3,562,211 in cash and se- | cussed both generally and _ specifically 
first year, bonus and renewal commis- When the reserves have been com-| curities alleged to be due the Inter- | by field and home office men. One of 
sions of International agents on busi-| pletely restored from the proportionate | national Life. foombs will also be | the important features of the conference 


ness written prior to the effective date | share of the earnings from the business, | called upon to return to the holding | will be a sales demonstration each day 
of contract according to the terms, con-| the future earnings will be divided 75 | company 12,840 shores of International | of the subject discussed. 


d‘tions and limitations of said contracts. | percent to International Life and 25) Life stock which he obtained on an Che business of the Connecticut Mu- 
Agents now joining the Missouri State | percent to the Missouri State until a| unsecured promisory note on the basis | tual for 1928 has shown a splendid in- 
will have to pay the collection fees pro- | total of $5,625,000 with interest at 5 | of $90 a share Later he used these | crease over the corresponding period of 


vided in their contra¢ts with the Inter-| percent has been paid to the Interna-| shares as collateral on loans, replacing | 1997, and the remaining months of the 
national Life on renewed business. All| tional Life or the expiration of 15 years | hogus shares previously issued for the | year hold out a promise of a record 
leases and rental obligations are also | from date of contract. When the agree-| same purpose. volume for the year 1928. 

assumed, as well as other legal obliga- | ment is terminated either through the 

tions, such as taxes, departmental fees | payment of the maximum sum agreed 


Foreclose on Shares 


Cedar Rapids Convention 























and charges and other miscellaneous | upon or the end of the time period E. P. Greenwood, president of the 
expenses and indebtedness properly and | stipulated, the Missouri State will be en- | Great Southern Life of Houston, Tex.,| The annual agency convention of the 
necessarily incurred by the International | titled to all the earnings of the Interna- | testifying before Federal Judge Reeves | Cedar Rapids Life will be held at the 
Life in the conduct of its business. | tional Life business taken over. in St. Louis, said that his company had | home office Nov. 9. Vice-President Jay 

The Missouri State Life immediately | William R. Baker, Kansas commis-| aiready foreclosed on 16,700 shares of | G, Sigmund is in charge of the arrange- 
places into its reserves from surplus the | sioner, who participated in the Interna-| international Life stock used as col- | ments. 
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THE 
AMERICAN CENTRAL LIFE 
INSURANCE COMPANY 
IS SOUND AND SUCCESSFUL 


BECAUSE IT OPERATES UNDER THE INDIANA COM- 
PULSORY DEPOSIT LAW WHICH PROVIDES THAT 
EVERY INDIANA LEGAL RESERVE LIFE INSURANCE 
COMPANY “SHALL DEPOSIT WITH THE AUDITOR 
OF STATE, FOR THE SECURITY AND BENEFIT OF 
ITS POLICYHOLDERS,’”? AN AMOUNT WHICH SHALL 
NOT BE LESS THAN THE NET CASH VALUE OF 
EACH POLICY IN FORCE. 


THINK IT OVER! . 


AMERICAN CENTRAL LIFE INSURANCE COMPANY | 
Old Line Legal Reserve Established 1899 | 
INDIANAPOLIS 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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Pioneering 
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gq Progress always requires pioneering. Someone 

must take the first steps, must lead in the ex- 

ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


aN tvaNivaxtvaxt 


q In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. The New York Life has always rec- 
ognized this obligation. 


TAX TANUTANITANU TON NON aX TaN Yani vaxl 


q Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


qg After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 





I On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 





wise would be Mu 
declined. Seat 
New Home fice Bullding h 
1 oo the site 
“tf the famous old Madison 
Garden 
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NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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DAY AND ADAMS WERE 
HEADLINERS AT BANQUET 





CLOSE INTERESTING MEETING 





Northwestern National Life Had Agency 
Convention at Minneapolis, on 
Boat and at Detroit 





DETROIT, MICH, Aug. 30.—After 
a day at the home office in Minneapolis 
and a trip on the Great Lakes, the 
Northwestern National Life’s Agency 
convention wound up with a banquet 
here at which Darby A. Day of Chi- 
cago and Secretary Claris Adams of 
the American Life Convention were the 
speakers. 

There were convention sessions in 
Minneapolis, on the boat and in De- 
troit with a liberal supply of entertain- 
ment thrown in. The lake trip was 
made by 207, including agents and their 
wives and home office representatives, 
while the attendance was swollen by 
Detroit additions to 243 at the banquet. 
Headliners on the banquet program 
were highly inspirational and closed the 
convention with a burst of enthusiasm. 


Sales Congress Was Held 


On the boat a sales congress was 
the principal meeting. A dozen speak- 
ers briefly outlined methods of life in- 
surance presentation while at the morn- 
ing session in Detroit, talks were given 
on various clubs and contests by their 
various leaders. 

President O. J. Arnold presided at 
the opening meeting and at the ban- 
quet while C. D. Ford of Devil's Lake, 
N. D., leader of the company’s big 
ten, and Wilson F. Engel of Minneap- 
olis, who was second, were chairmen of 
the boat and Detroit meetings re- 
spectively. 

Big Ten in Limelight 


The “big ten” were in the limelight 
from the beginning to the end of the 
convention. They are the agents who 
won the most points in the contest for 
qualification, which was based not only 
on production but included conservation, 
form of settlement and other phases of 
the life underwriter’s work. The “big 
ten” included in addition to Messrs. 
Ford and Engle, Yerxa and Walter 
Kelly of Mineapolis, Jean Norris of 
Aberdeen, S. D., L. M. Rutten of Minot, 
N. D., D. R. Card and Otto Veth of 
Minneapolis, Paul Goldade of North 
Dakota, E. C. Henkel of Minneapolis. 


Speakers at Minneapolis 


At the opening session in Minneapo- 
lis the speakers were C. T. Jaffray, 
president of the Soo Railway and a 
director of the Northwestern National, 
and George C. Holmberg treasurer, 
both of whom discussed the financial 
side of life insurance. At the last 
session in Detroit, L. M. Rutten, a 
member of the Dorway Club, discussed 
that organization, its purpose being to 
encourage agents of the company to 
interest others in becoming agents, The 
App-a-Week Club was the subject of 
Otto W. Veth who has held member- 
ship for 378 consecutive weeks. Frank 
J. Siebel discussed the monthly honor 
roll, Mr. Siebel having been on the first 
division acquiring $25,000 of paid-up 
business for 19 consecutive months. The 
Century Club which requires its mem- 
bers to pay for 100 applications on sep- 
arate lives each year was discussed by 
L. E. Huff of Moscow, Idaho. 


New Contest Announced 


R. E. Whitesel, field supervisor, an- 
nounced a new contest entitled “Win 
With Time” to run for September and 
October. Throughout the contest em- 
phasis will be laid on making the best 
use of the agent’s time by work organ- 
ized and planned in advance. 

At the last meeting, the agents as 
distinguished from the general agents 
and home office people, read a resolution 
that they had passed at a meeting of 


NEW FEATURE ADDED BY 
NORTHWESTERN NATIONAL 


—_—— 


WAIVER OF PREMIUM PLAN 





Clause Will Be Used in Juvenile Poli- 
cies Where Beneficiary Dies 
or Is Disabled 





DETROIT, MICH., Aug. 30.—An 
absolutely new feature in life insurance 
was announced to agents of the North- 
western National Life of Minneapolis 
assembled in this city by J. S. Hale, 
actuary. The Northwestern National 
now offers “waiver of premium benefit 
in event of death or disability of the 
beneficiary,” which will be issued on 
any form of policy where the applicant’s 
age is 10 to 20 years, inclusive. 

What Is Provided 


The new “beneficiary disability” is 
practically the same coverage as is of- 
fered to the recognized applicant on 
children’s policies. It provides that in 
the event of the death or disability of 
the beneficiary—usually the father—the 
premiums will be waived until the in- 
sured has reached the age of 25. The 
Northwestern National has found in its 
experience with children’s policies that 
the sale of the policy is often effected 
only after the parent learns that in the 
event of his death or disability the pre- 
miums will be waived. It is natural to 
suppose that fathers who take out life 
insurance for their sons and daughters 
between the ages of 10 and 20 would 
likewise be interested in knowing that 
this additional protection may be had. 


Insures Reinvestment 


If the father of a son 15 years old de- 
cides to start his son on the path of 
thrift by taking out insurance for him, 
he knows that in the event of his own 
death or disability the son may find it 
impossible—certainly a burden—to con- 
tinue the premiums in event of his 
father’s death or disability. This cover- 
age therefore insures reinvestment and 
should help in the sale of policies on 
young lives. : 

Underwriting Bisability Benefits 


Another announcement by Mr. Hale 
was a pamphlet on underwriting of dis- 
ability benefits. The pamphlet states 
that the modern disability clause is “in 
effect non-cancellable health and acci- 
dent insurance combined with life insur- 
ance protection.” It compels a some- 
what different attitude in the considera- 
tion of the applicant than when life 
insurance alone is supplied for. The 
aim of this booklet is to enable the 
agent to avoid the embarrassment and 
loss when the disability coverage has 
been sold and paid for and is then de- 
clined by the company. 


Rail Splitter Club Officers 


E. H. Beever of Sparta, Ill, is the 
new president of the Rail Splitter Club 
of the Abraham Lincoln Life in the life 
department. J. J. Sheehy of Utica, III. 
is first vice-president for that depart- 





ment. 

J. W. Kelley of Bloomington, IIl., has 
the honor of representing the accident 
and health department of the Rail Split- 
ter Club as president. C. W. Lent ol! 
Toledo, O., is first vice-president of the 
accident and health department, com- 
mercial division, and A. A. Johnson of 
Chicago is second vice-president, inter- 
mediate division. The presidencies i 
the two departments were awarded for 
the largest volume of business and the 
vice-presidencies for the largest number 
of applications. 














their own stating that in order to ex- 
press their appreciation for the splen- 
did triy they had determined to make 
the first two weeks in September the 
best two weeks in the first of any month 
in the history of the company. 
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FRANKLIN LIFE HAD 
AGENCY CONVENTION 


Excellent Record by the Big Pro- 
ducers of the Company 
Is Made 


POTTER GIVES ADDRESS 


Department Is Inaugurated to Facili- 
tate the Handling of New Life 
Insurance Appreciations 


The agency convention of the Frank- 
lin Life was held at the home office in 
Springfield, Ill., this week. Vice-Presi- 
dent W. charge of 
agencies made arrangements for the 
He said that 15 years ago 
the Franklin Life was proud of being a 
$45,000,000 company. It now has more 
than $200,000,000 in force. All four of 
the original Quarter Million Dollar 
Club members—Ed Redlich, W. F. 
Workman and Frank P. Kuhl, all of 
Springfield, and P. P. Hoefgen of San 
Antonio—are still with the company. 
Four of the original $100,000 Club mem- 
bers are still with the company—W. J. 
Olive of Holland, Mich, Guy Mac- 
Laughlin of Houston, Tex., W. B. Fol- 
mar of Troy, Ala., and Fred Ellis of 
St. Louis. C. E. Randall is the only 
new member of the $500,000 Club hav- 
ing written $1,000,000 during the club 
year. Mr. Randall was formerly Chi- 
cago manager but in May became super- 
intendent of agents at the head office. 
The business produced by the $100,000 
Club for the club year was very grati- 
tying to the management. 


Joseph Jones in 


convention. 


Agency Club Officers 


John Milten, Jr., is president of the 
Quarter Million Club. C. L. Mansell is 
vice-president. Kenneth Hoskins of 
Texas is president of the $500,000 Club 
and E. H. Reblich of Springfield, vice- 
president. B. F. Mansell is president of 
the $100,000 Club and W. D. McGee is 
vice-president. 

Henry Abels announced that a new 
department had been inaugurated at the 
head office to facilitate the handling of 
new business. It combines some of the 
functions of the actuarial, medical and 
treasurer’s departments. He _ spoke 
about the non-medical experience of the 
Franklin, which he said had been en- 
tirely satisfactory. He said the agency 
force had demonstrated its ability to 
select risks. Superintendent of Agents 
C. E. Randall gave a talk on “The So- 
licitor’s Job.” 


Fred W. Potter Spoke 


_ Fred W. Potter, a life man of Spring- 
field and former Illinois insurance super- 
mtendent, gave a talk Tuesday. He said 
that every agent should develop him- 
sel! in such a manner that he can solicit 
the bigger men and those with larger 
incomes. He said that it is easier to 
Sell a $25,000 policy to a man who is 
accustomed to making decisions than a 
*1,000 policy to a man who vascilates. 
He said that if an agent has ability, his 
problem is to use his time properly. 

here are only a few standard reasons 
out of which all needs for life insurance 
come. The agent should be able to 


analyze these needs and show how life 





insurance meets them. During his 
Career as head of the IlIlinois depart- 
ment, Mr. Potter said that he found 


“here were two requisites for success on 
Part of a life company. First, it needs 
assets that are 100 percent in every 
Next, it must accord its policy- 
lair treatment. 

MacLaughlin of Houston gave a 
“The American College of Life 


respect, 

holders 
Guy 

talk on 


| DESCRIBES THE JOB TO 


SOME POINTS BROUGHT OUT 


Louis F. Paret Tells Points That He 
Calls to the Attention of 
the Recruit 





PHILADELPHIA, Aug. 30.—Using 
one of the general agents as his sub- 
ject, Louis F. Paret, New Jersey gen- 
eral agent, gave a graphic demonstra- 
tion of how he describes the job to a 
prospective agent to the Provident Mu- 
tual convention. In his talk he brought 
out that he stresses to the agent that 


Underwriters.” He explained how it is 
endeavoring to devise an educational 
course for agents which will give recog- 
nition to their professional standing. 
C. B. McCreary, director of claims, gave 
a talk on “Disability Claims.” B. 
Bloxham, supervisor of field service for 
the Travelers, spoke on “Getting the 
Most Out of Your Job.” Secretary Will 
Taylor gave a talk Wednesday morning 
as did Actuary F. R. Jordan. 


LIFE INSURANCE 


PROSPECTIVE AGENT | 





EDITION 





°f . . c i 
| life insurance is no bed of roses and | 


that he also points out to the prospec- 


that life insurance has for the agent who 
makes good. 
Should Point Difficulties 


tive agent the financial remuneration | 


In fhe discussion which followed Mr. | 


Paret’s demonstration a number of the 
| general agents expressed themselves as 
being of the opinion that it was always 
wise, on the first interview, to harp on 
the difficulties and the hard task facing 
the prospective agent. 

Nat Reese, general agent at Detroit, 
after telling how he sells the new agent 
the company, launched into an argu- 
ment for the sale of long term endow- 
ment. He said that the new agent go- 
ing out on the street was meeting the 
average man who made under $10,000 
a year and that the best policy for the 
average man was the long term endow- 


ment. “Keep on telling the old, old 
story of long term endowment insur- 
ance,” was his theme. He said that he | 


tries to teach the new agent that he is 
selling not life insurance, but life, and 
that in selling life, life insurance will 
take care of itself. 

Among the many advertising stunts 


that Mr. Paret uses is the Estate-O- 
Graph. And this illustrated, gravure 
feature published by Tue NATIONAL 


UNDERWRITER, he advised the other gen- 
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eral agents to use monthly, as he is do- 
ing. He said that he gives them first to 
his agents and then to prospects. “Peo- 
ple marvel,” he said, “at where I get 
the pictures. And the whole thing only 
costs me a few dollars a month, It’s a 
fine thing.” 


H. B. KECK MAKES A CHANGE 


Well Known International Life General 
Agent in Chicago Transfers to 
Northwestern National 


The appointment of H. B. Keck, 
formerly general agent for the Inter- 
national Life in Chicago as Chicago 
general agents of the Northwestern Na- 
tional Life has been announced by 
President O. J. Arnold, president of 
the company. 

Mr. Keck gas been in the life insur- 
ance business for many years in Chi- 
cago, having been secretary of the 
United States Life & Annuity of that 
city until it was reinsured by the In- 
ternational. He later went with the 
Wolfle-Steffelin Co. as manager of the 
life department, but for a number of 
years has been general agent of the 
International Life. 

Mr. Keck is an organizer of ability, 
his agency having produced at the rate 
of $3,000,000 a year. 
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with men. 


Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


Policies for the Entire 
Family! 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 


We write women on equal basis 


We feature a special low-rate 
policy to business and profes- 
sional men. 


LIFE 


























THE NATIONAL 
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INDIANAPOLIS LIFE 
INSURANCE COMPANY 


GROWING STEADILY 


1910 
1911 
1912 
1913 
1914 


1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


1923 
1924 
1925 


1926 
1927 


Insurance in Force 


$325,000.00 
1,281,909.93 
2,158,315.62 
2,344,449.12 
3 037,135.59 
3,760,237.71 


4,451,264.48 
5,756,690.86 
7,011,554.27 
8,655,788.49 
10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 

27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628 ,369.17 
54,432,038.01 


64,065,097.61 
75,257,687.64 


1928 82,600 ,000.00 


One of the younger Mutual Companies. Low Initial Premiums and Large 
Annual Dividends, making a fine record of LOW NET COST to Policy- 
holders. In addition to regular dividends, the Company has paid five extra 


dividends in the past twelve years. 
Policy Contracts are modern, up-to-date. All forms of: 


LIFE 


ENDOWMENTS 
CHILDREN’S POLICIES FROM BIRTH 
ANNUITIES 


Agency contracts direct 


production. 


Operating in INDIANA, ILLINOIS, MICHIGAN, OHIO, TEXAS, 


with Home Office. These offer you broad oppor- 
tunities to build for yourself an Agency or enter a broader field of personal 


MINNESOTA, IOWA and FLORIDA. 


For Agency Address 


FRANK P. MANLY 
President 











| adornments. 


| were big talking points. 








WANTS SAFEGUARDS 
KEPT UNIMPAIRED 


(CONTINUED FROM PAGE 3) 
are subject to the regulation of a number 
of states. In the United States specu- 
lative investments for life insurance com- 
panies are prohibited. Mr. Sullivan was 
very emphatic in his demand that there 
be no liberalization as to life insurance 
investments. He laid stress on the fact 
that these investments are trust funds. 
They should be given all the protection 
of trust investments. He deprecated 
any speculative tendencies in invest- 
ments for life insurance companies. He 
criticised some of the Canadian com- 
panies for their investments in industrial 
and commercial enterprises that would 
not be allowed in the assets of a com- 
pany organized in any of the states of 
this country. He said there should not 
be any breakdown of the investment re- 
strictions. 
Criticizes Window Dressing 


Mr. Sullivan was very staunch in his 
advocacy of life insurance pure and sim- 
ple without window dressing, tassels or 
The big thing, he said, is 
the $1,000 that is to be paid to some 
beneficiary. He contended that whether 
the purchaser of this policy secures it 
for 20 cents less per thousand doesn’t 
cut any great ice. He declared that 
there is too big a craze today for paying 
policyholders high dividends. These 
dividends, he said, are based on the 
mortality of the last few years which has 
been highly favorable. Mr. Sullivan said 
that in calculating the mortality over a 
long period it runs up much higher than 
during the last few years. He declared 
that the companies cannot keep up their 
high dividend earnings. The mortality 
ratio will increase. Some of them he 
said are now straining themselves in 
competition to get their insurance down 
to a low net cost. He fears that the 
margin of safety may be impaired. The 
double indemnity provision and the per- 
manent and total disability clause when 
the first few companies got them out 
Now almost 
all companies use them and no one com- 
pany has an advantage over another. 
They have brought the claim department 
into action. He said that there is a lot 
of dispute and friction arising over 
claims under these clauses. 


Want Security First 


Mr. Sullivan declared that life insur- 
ance men the country over should stand 


| first of all for solidity and security. Life 


insurance structures should not be weak- 
ened in any way. The assets of life in- 
surance companies, he said, should not 
be affected by market fluctuations. A 
life insurance bond, he said, is never 
below par. Everyone else who seeks 
out the widow at the time of the death 
of her husband is presenting a bill. The 
life insurance man is taking money to 
her door. The life insurance policy, he 


| said, automatically turns itself into cash 


at the death of the premium payer. Mr. 
Sullivan declared that it is possible for 
an energetic, industrious agent to make 
an increase in his business every year 
regardless of conditions. 

The unknown factor in life insurance, 
Mr. Sullivan said, is the agent himself. 
It is therefore up to the agent to con- 
vert himself into a known quantity. 


GRANTGES OFFICIAL OF 
MISSOURI STATE LIFE 
(CONTINUED FROM PAGE 3) 
well pleased with his new connection, 
and he is very hopeful of taking most 
of the best agents of the International 
Life with him. The reaction of the In- 
ternational agency organization to the 
reinsurance contract with the Missouri 
State Life has been very favorable and 
hundreds of telegrams and letters have 
already been received from agents in all 
parts of the country expressing their 
pleasure with the big deal. The general 
opinion is that the Missouri State Life 
is a wonderful company with which to 
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connect, and that the policyholders of 
the International Life have greatly 
benefited by having a company of the 
size and standing of the Missouri State 
take over their policy obligations. 

Up to August 29 but one general 
agent for the International Life had 
definitely announced a connection with 
another company. H. B. Keck of Chi- 
cago has signed a general agent’s con- 
tract with the Northwestern National 
Life and will represent that company in 
Chicago. The Missouri State Life now 
has two branch offices in Chicago and 
is thoroughly organized in that terri- 
tory. 


AGENTS STILL OPPOSE 
CHANGE IN N. Y. LAWS 


(CONTINUED FROM PAGE 3) 
present law. The agents are opposed 
to the extension of bureaucratic control 
by the department unless there is clear 
evidence of benefit to the public and the 
business, but to date they say there is 
nothing but the department’s assertion 
that such a need has arisen. There is 
no demand by the public nor by the 
companies for such a change. The 
agents are unwilling to jeopardize the 
business by adopting changes that may 
later cause demoralization in the field. 


Original Conclusion Reaffirmed 


The original conclusion is reaffirmed, 
that being stated briefly as follows: 

“We are of the opinion that the prin- 
ciples laid down by the Armstrong com- 
mittee have served the insuring public 
well and have enabled the institution of 
life insurance to take its place in the 
economic development of this country, 
that the companies, as a whole, are 
wisely and economically managed and 
that the agency branch of the business 
is rendering its full share in the produc- 
tion of the necessary amount of new 
business to keep the institution alive 
and active. The conditions of coopera- 
tion and understanding which exist 
among the field forces, not only in this 
state but throughout the country, are 
improving year by year and this has 
been brought about largely by an under- 
standing of the law and the rules and 
regulations which have been laid down 
concerning it. 

No Necessity for Change 


“There appears to us to be no neces- 
sity for a fundamental change in the 
law and we do not believe that the 
change which has been proposed would 
work out as anticipated. We see no 
reason for changing a law that has stood 
the test of time, has worked out satis- 
factorily for 21 years, for another law 
that would have to receive the judicial 
interpretations of the courts, the written 
constructions of the attorney general 
and the administrative attention of the 
insurance department. It would tend to 
cause endless confusion and would serve 
no good purpose when there is nothing, 
fundamentally, to be corrected.” 

Four Points of Opposition 

In addition, Mr. Myrick quotes four 
points covering the effect of the pro- 
posed changes as given in a reply to a 
letter from one of the leading officials 
of a large company: 

1. An unnecessary interference with 
the detailed management of a life insur 
ance company. 

2. As unsound legislation, in that it 
assumes as acquisition costs certain nec- 
essary expenditures having no relation 
whatever to the production of new bus! 
ness. 

3. As being uncertain in operation 
because it involves proportions of 4 
plans of insurance taken by new insur- 
ers which are radically variable one year 
compared with another, and which vari- 
ableness may be so great as to upset 
any and all calculations, and over which 
proportions the corporation has no con 
trol. 

4. Unscientific in that expenses are 


not based on the elements in the pre 
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mium calculations for the purposes of 
meeting expenses—loadings and mortal- 
ity savings. 

It is pointed out that the committec 
has had many similar expressions from 
other officials in opposition to the pro- 
posed legislation. None of these com- 
panies has filed such statements with the 
department, but it is stated that the 
agents’ committee has received support 
for its stand from a number of home 
offices. 


COLUMBUS MUTUAL 


AGENCY MEETING | 


(CONTINUED FROM PAGE 5) 


and J. P. Sullivan of St. Louis, general 
agent of the Lincoln National Life. Dr. 


Charles J. Rockwell, director of the 
Rockwell School of Life Insurance, 
talked at four sessions. T. S. Berridge 


of Gallipolis presided at one session; E. 
R. Kuck of Sidney, O., at another; 
George J. Dobben of Jackson, Mich., a 
the Friday morning session and Albert 
L. Gray of Chicago at the Friday after- 
noon session. Samuel A. Hoskins, vice- 
president and treasurer, was the toast- 
master at the banquet. 


Thielen Got the Cup 


A. L. Thielen of Chicago, who went 
with the company during the last year, 
received the cup that is presented each 
year by C. W. Brandon to the man 
who appoints the largest number of 
agents producing at least $10,000 during 
the club year. 

R. A. Engler, agency secretary, 
Mr. Brandon’s address, in 
commented on the capacity of agents 
for greater production. Mr. Brandon 
said that the man who sends only one- 
third of the business that he can actu- 
ally produce is not measuring up at all 
to what is expected of him. He said 
that if a man works six hours a day for 
50 weeks in a year steadily he will pay 
for at least $300,000 in business. He 


read 
which he 
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said that the most successful and profit- 
able method of building an agency or- 
ganization is getting $100,000 agents. 
Mr. Brandon stated that next year in- 
stead of the minimum production of new 
agents being $10,000 it will be $25,000. 
He announced that the company is of- 
fering $300 to the first man who writes 
$100,000 personal business on four or 
more lives and appoints two or more 
agents who write $50,000 on three or 
more lives. Mr. Brandon said that he 
is not seeking agents in quantity, but 
he does want agents of quality who can 
produce a reasonable quantity. 


Number of Outsiders Present 


A large number of life insurance men 
of Columbus representing other com- 
panies were present at the first session 
to hear Mr. Barry and Mr. Day. Mrs. 
Brandon until this year had never 
missed an agency convention. She is 
known to all the people that attend 
these meetings. Mrs. Brandon suffered 
a severe automobile accident in May 
and has been confined to the hospital 
ever since. She is due to return to her 
home this week. The convention sent 
her good wishes and there were many 
expressions of good will for her. 


Durrant Gave a Talk 


Charles F. Durrant of Pontiac, Mich., 
in talking on the subject of insuring old 
policyholders said that he makes it his 
object to thoroughly explain a policy 
to the purchaser, so that he will under- 
stand what he is getting. He points out 
to him how in purchasing life insurance 
he is accomplishing many worth while 
things. He endeavors to set before each 





policyholder a goal that he wants him | 
to reach from an insurance standpoint. | 
He tells men that they should prepare | 

| 


for the 


old man who eventually may 
come to their home. 
William Doody, deputy superinten- 


dent of insurance in Ohio, spoke at the 
first session in the absence of Superin- | 


(CONTINUED ON PAGE 22 
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CONVENTION TRIP FOR 
THE COMMISSIONERS 


PROVIDE FOR SPECIAL TRAIN 


C. C. Wysong of Indiana Is Making 
the Arrangements for the Journey 
to Rapid City 


Commissioner C, C. Wysong of In- 
diana, who is in charge of the details for 
the special train which will take those 
who attend the National Convention of 
Insurance Commissioners from Chicago 
to Rapid City, S. D., says that the rail- 
road officials are cooperating in every 
way to provide for the comfort and 
pleasure of those who take the special. 
The train will leave Chicago Sept. 22, 
and arrive at Rapid City early Sept. 24. 

From points east and south low ex- 


cursion rates have been on sale since 
June 1. These rates carry a final retyrn 
limit on Oct. 31, and are good on all 


regular trains of the Chicago & North 
Western out of Chicago as well as for 
the convention special. Several optional 


routes going to and returning from 
Rapid City are also offered for those 
who use the C. & N, W. 

Among the points from which low 


excursion rates are quoted are the fol- 
lowing: Akron, O., $54.35; Atlanta, 
$71.75; Baltimore, $79.15; Birmingham, 
Ala., $64.30; Boston, $96.36; Buffalo, N. 
Y., $64.80; Chicago, $36.65; Cincinnati, 
$ Cleveland, $54.25; Detroit, 


$50.40; Hartford, $91.28; Indianapolis, 
$45.30 Louisville, $53.95; Montreal, 
$85.30; New York, $87.02; St. Louis, 
$37.70; Kansas City, $33.50; Omaha, 
$24.65. 

Mr. Wysong reports that approxi- 


75 reservations have been made 
already for the special train from Chi- 
cago and from the number of inquiries 
being received and the rate at which 


mately 
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reservations are being received he be- 
lieves that at least 100 may be expected 
to make the trip together. Special fea- 
tures of entertainment will be provided. 
Those wishing to make reservations 
should address Commissioner Clarence 
C, Wysong at the state house in Indian- 
apolis. 


PROGRAM FOR AETNA LIFE 
CONFERENCE IS ANNOUNCED 


and general agents of the 
and their wives will attend 
the general agents’ conference at Cha- 
teau Frontenac, Quebec, Sept. 17-20 
The conference, an annual event since 
1924, will have for its keynote, “Devel- 
oping Man-Power and Directing Its 
Energy.” The first session will be held 
Sept. 17, with President Morgan B. 
Brainard presiding. This will 
be marked by the keynote address by 
Vice-President K. A. Luther and by 
an address, “Investing in Agency Prog- 
ress,” by General Agent S. T. Whatley 
of Chicago. There will be two sessions 
the following day, both of which will be 
devoted to “Developing Man-Power.” 
General Agent J. Stanley Edwards of 
Denver will preside at the first session, 
while General Agent C. Gilbert Shep- 
ard of Hartford will preside at an eve- 


Officials 
Aetna Life 


session 


| ning session. There will be but one ses- 
sion Sept. 19, the third day of the con- 
ference, which will consider the second 
phase of the two-fold keynote, “Direct- 
ing Its Energy General Agent T. 
Mount Searles of Newark will preside. 
Vice-President Luther will preside at the 
final conference session, Sept. 20 and 
will deliver his address, “A Vision of 
1929,” Assistant Superintendent of 


Schriver will also 
“Our Obliga- 


Agencies Lester O 
speak at this session, on 
tion to Man-Power.” 





“The prospect who gets no chance 
to voice his opinions is a good deal like 
a bottle of soda shaken in the sun— 
sooner or later he will blow up.” 
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| IOWA 


OHIO 
Springfield 


Tulsa 


MICHIGAN 


OKLAHOMA 
‘ Oklahoma City 
Muskogee 


A. O. Hughes, Vice-President in charge of Agencies 


OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 


GENERAL AGENCY OPENINGS 


Capable men looking for a life-time connection with a strong, progressive Company under a very 
liberal General Agency Contract are invited to investigate our proposition for any one of the follow- 


ing cities and surrounding territory. Complete life insurance service. Other good territory also 


available. 
FLORIDA ILLINOIS INDIANA 
Tallahassee Springfield LaPorte 
Jacksonville Peoria Richmond 
Tampa Bloomington Bloomington 


MISSOURI 


Burlington Flint Jefferson City 
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WISCONSIN 
Sheboygan 
LaCrosse 
Stevens Point 


Farmers National Life Insurance Company 
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Legal Reserve System Well Tested 


THERE was a general sigh of relief when | 
it became known that the business of the | 
[INTERNATIONAL Lire of St. Louis had been 
reinsured in the Missourt State LiFe. 
The Missourt Strate had display adver- 
tisements in many of the city papers an- 
nouncing the fact that it guaranteed the | 
business of the INTERNATIONAL LuiFf, its | 
entire assets being placed back of the pol- 
icyholders. 

The publicity that attended the INTER- 
NATIONAL LiFe situation caused great harm | 
to life insurance in general. Within the | 
recollection of most men living there has 
not been so much publicity given to life 
insurance mismanagement and_ skuldug- 
gery. It has been taken for granted by 
the public that legal reserve life insurance | 
is so solidly entrenched that it is as secure 
a human institution as can be found. | 
Therefore when the INTERNATIONAL LIFE 
policyholders found that they are to lose 
nothing the confidence in legal reserve life 
insurance is restored. 

The outcome of the INTERNATIONAL LIFE 
is but another substantial proof of the 
safety of legal reserve insurance. Here 
was a company that had absorbed during 
its day 15 or 20 other companies. It did 
business all over the country. It had 
passed in recent years through four suc- 
cessive Ownerships. In some of these the 
company had practically been milked dry. 
It had been bought on a shoe string. Its 
own stock was put up to secure loans to 
pay the purchase price. There had been 
more or less juggling of some of its as- 
Roy C. Toomss with his Toomss & 
Dairy Company of Chicago in purchasing 
the company undoubtedly acted in good 
faith, He was not aware of the internal 
conditions, 

Mr. Toompss, as time went on, resorted 
to doubtful practices in order to save the 
day. Whether he deliberately looted the 
company remains to be seen. The impor- 
tant fact for life insurance men to know 
is that in spite of all the publicity, all the 
kicking back and forth that the INTERNA- 
TIONAL Lire received, all the attempts to 
extract more from it, the policyholders 
can rest secure in the knowledge that their 


sets. 





indemnity is safe. There were those bid- 
ding for it that desired to rehabilitate the 
company. It seems almost inconceivable 
that after an experience so severe and 
devastating as this, there were men and 
institutions that were seeking to get 
hold of it. 

The legal reserve system has passed 
through many critical tests. In spite of it 
all the system itself seems impregnable. 
Even in a case of this kind where the com- 
pany was in the hands of free booters 
who evidently went to all lengths in their 
attempts to line their own pockets the re- 
serves will be made intact and the policy- 
holders will be far .better protected than 
they were before. 

The plight of the INTERNATIONAL LIFE 
should be a lesson for us all. There un- 
doubtedly has been too much laxity in 
state supervision with regard to companies 
that seemingly were more interested in de- 
vouring other companies and making 
money for their owners than writing life 
insurance conservatively and legitimately. 
There has never been any trouble with a 
company that was conducted in an honest, 
straight forward, conscientious manner. 
The promoter has done much to harm life 
insurance. The pirate who is roaming the 
high seas in the endeavor to make money 
out of the buying and selling of compa- 
nies has done the business great damage. 
It is time, in our opinion, for the state in- 
surance departments to enforce more rigid 
requirements on companies that are dis- 
posed to wander far from the straight 
path. 

While the policyholders of the INTERNA- 
TIONAL Lire will not suffer, hundreds of 
agents have been greatly disturbed and 
will lose much money because they stood 
loyally by the institution. The agents re- 
lied on the management to tell the truth. 
INTERNATIONAL LIFE agents have undoubt- 
edly been caused a great harm. People 
whom they have insured will not under- 
stand what it is all about. There will be 
a lack of confidence felt. It behooves 
agents to cling to those companies that 
are beyond all question honest and sin- 
cere. 


Are Life Agents Overpaid? 


Every now and then some wiseacre, | 
so to-speak, attempts to show that life | 
insurance agents in the field are making | 
too much money. He would have com- | 


missions reduced, rates cut down or 
some perquisites lopped off. As a mat- 
ter of fact life insurance is a profitable 
occupation for those who are willing to 
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work hard and intelligently. Men in the 
field, however, are by no means over- 
paid. 

Life insurance soliciting is a difficult 
task. It requires both physical and men- 
tal effort. A life insurance man who 
serves his clients intelligently must pre- 
pare himself for his task. He must keep 
himself fit. He must dress well and live 
well. In order to make contacts he 
must be an organization man. The ex- 
penses therefore of a life insurance man 
are by no means small under present 
standards. 





Someone in days gone by said that 
life insurance was the best paid hard 
work in the world. That is true for 
those who have a particular flair for the 
business and are endowed with the gifts 
of genius. In every city some men can 
be pointed out as outstanding successes 
in life insurance from a purely monetary 
standpoint. There are hundreds of 
others, however, that are just making | 
a living. 

In the opinion of THe Nationa, Un- 
DERWRITER there are a number of com- 
panies that are paying too high com- 
missions. This does not mean that their 
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agents are making very much money. 
As a matter of fact very high commis- 
sions breed rebating and high pressure 
salesmanship. The men in the field are 
giving a good portion of their compen- 
sation away. Where there are moderate 
commissions paid and men are render- 
ing real service they are not making too 
Life insurance selling is 
so to 


much 
pretty 
speak. 


money. 
largely a retail business, 
It is a personal service occupa- 
sufficient knowledge 
to diagnose the 


tion. It requires 
for a man to be able 
needs of an individual and then apply 
life insurance to them. There may be 
a tendency at this time for some com- 
panies to go out and buy agents at a big 
There is no profit on business of 
Men who work for very 


price. 
this character. 
large commissions do not make the best 
kind of life insurance men. A company 
will not pay in the long run for business 


more than it is worth. High commis- 
sions simply develop life insurance 
floaters who eventually become ne’er- 
| do-wells. 

Our real life agents who are doing 
constructive work deserve every dollar 


they earn. 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Elder A. Porter, vice-president and | 
secretary of the Bankers National Life 
of Florida, was guest of honor at a 
birthday party given for him in Jack- 
sonville, Fla., by officers and the local 
field staff of the company. Mr. Porter 
is an important factor in the success of 
the company. He is a member of the 
American Institute of Actuaries, the Ac- 
tuarial Society of America and _ the 
American Mathematical Society. 


Rogers Caldwell, president of Rogers 
Caldwell & Co., which controls the Mis- 
souri State Life, the Inter-Southern Life 
of Louisville and the Southern Surety 
of New York, together with other com- 
panies, has been appointed to direct fi- 
nances for the [icmocratic national and 
state campaign in Tennessee this fall. 
Mr. Caldwe!l was a director of finance 
for the Democratic party for Tennessee 
in the campaign four years ago. 

Officials of the Missouri State Life 
are watching with interest the progress 
of Harold Oda, with the J. M. Macconel 
agency in the Hawaiian Islands, who in 
ten months’ time and with no previous 
experience has written over $186,000 in 
life insurance. 

Born in Honolulu on Nov. 11, 1903, 

Mr. Oda grew up on the islands, ob- 
taining his later education in the Uni- 
versity of Hawaii, graduating in com- 
merce last year. In June he wrote 
$44,000 and during a “Clean Up Cam- 
paign” in July reached new heights by 
writing $89,000 of insurance. He has es- 
tablished the enviable record of paying 
for 100% of his business issued and has 
never returned a “not taken” policy. 
_ Mr. Oda writes practically all his bus- 
iness on American of Japanese parent- 
age, specializing in the writing of high 
school and university graduates. He 
speaks both Japanese and English flu- 
ently and is very popular with Cauca- 
sians. 


Earle Hamrick, manager of the Bank 
Savings Life at Dallas, Tex., dropped 
dead from a heart attack Friday night. 
Funeral services were at Stoughton, 


Wis. 


W. W. Willis, who was formerly Chi- 
cago manager of the Connecticut Gen- 
eral Life until his health broke down. 
and previous to that was manager of 
the Travelers life department at Indian- 
apolis, has become manager of the Los 








Ww. W. WILLIS 


Angeles agency of the Associated Life 
of California, whose home office is in 
Los Angeles. Mr. Wiilis has thoroughly 
regained his health and is now happily 
situated on the west coast. He is re- 
garded as a very high grade life insur- 
ance man. 


Col. C. B. Robbins, assistant secretary 
of war and president of the Cedar Rap- 
ids Life, was a Des Moines visitor this 
week, reviewing the annual encampment 
of the Iowa National Guard. He flew 
there by airplane. Colonel Robbins also 
attended the Hoover ceremonies last 
week at West Branch, Ia. 


O. F. Gilliom, be one of the lead 
in production of the Lincoln Nati ynal 
Life, has established a notable record for 
consecutive weekly production, wit 
727 weeks to his credit. 

George L. Dyer, manager of the 
lumbian National Life in St. Louis. has 
been appointed a member of the advisory 
committee of St. Mary’s college. St 
Mary’s, Kas. Rev. Francis J. O’ Hert 
> Jas newly elected president of this fa- 
mous boys’ college, named Mr. Dyer % 
the committee of ten selected from 
among the alumni of the institution. 
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NORTHWESTERN 
NATIONAL NEWS 


This column contains 
condensed news items 
from the weekly news- 
paper published for | 
Northwestern National 
Life agents. 
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Home Office 
Awaits Start 
of Convention 


19 States Represented in 
Assembly of 200 
Agents 


With all preparations for the 1928 
Home Office-Great Lakes-Detroit Con- 
vention and Outing complete, the 
Home Office is today awaiting the 
influx of more than 200 agents and 
wives of agents who were to assemble 
for the first session of the five-day 
program. 

Early trains pulling into Minne- 
apolis this morning unloaded many 
Convention bound parties, the ad- 
vance guard of the army of winners 
in the Convention contest which was 
conducted during the year ended 
June 30. Nineteen states will be rep- 
resented when the Convention gets 
under way, and the gathering is the 
largest in the history of the Company. 


L. M. Rutten 
in Line for 
Cash Award 


Schauer’s First Year Record 
Earns Prize for Door- 
way Member 








L. M. Rutten, veteran star producer 
of the A. W. Crary Agency, will be 
the first agent to be presented the 
handsome cash prize which is offered 
to all Doorway Club members who 
sponsor new agents with creditable 
first year records. Presentation of 
the cash award will be made by Pres- 
ident O. J. Arnold as a part of the 
Home Office-Great Lakes-Detroit 
Convention program. 





Sales Aids Shown in 
Convention Display 











Agents at the Convention session 
will view a complete display of all 
the sales helps which the Company 
furnishes its agents. 

Articles on display will include 
lock boxes, book matches, fans, farm- 
ers’ purses, address books, memo pads, 
auto key cases, baby books, fruit jar 
labels, proposal binders, and three 
grades of policy wallets. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
STRONG Minneapolis Minn. 
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LIFE AGENCY CHANGES 














WIGGINTON SUCCEEDS SCHOCH 
Is Promoted to Assistant General Agent 
In S. T. Whatley General Agency 
of Aetna Life in Chicago 


Frank C. Wigginton has been ap 
pointed assistant general agent to suc- 
ceed Henry R. Schoch in the §. T. 


Whatley general agency of the Aetna 
Life in Chicago. 

Mr. Wigginton joined the Whatle, 
agency in 1927, leaving the J. Stanley 
Edwards agency of the Aetna at Den- 
ver, where he had served as agency 
supervisor for two years. Prior to that 
date, Mr. Wigginton had served several 
years with the Reliance Life of Pitts- 
burgh, first as agent and subsequently 
as supervisor of agents in the Denver 
branch office. 

It was during Mr. Wigginton'’s con- 
nection with the Reliance Life that he 
and Mr. Whatley first became ac- 
quainted, both having been connected 
with that company at the same time. 





JOHNSON, CRUME JOIN GIRARD 





Former Chicago General Agents of 
Manhattan Life Join S. R. Cooper 
as Associate Managers 


M. D. Johnson and J. M. Crume, who 
recently announced their resignation of 
the Chicago general agency of the Man- 
hattan Life, are to join the Security Mu- 
tual Life as associate managers in Chi- 
cago. Samuel R. Cooper is agency 
manager for the Security Mutual in 
Chicago. 

Both Mr. Johnson and Mr. Crume are 
widely experienced in the life insurance 
business. Mr. Johnson formerly. was 
general agent for the Girard Life in Chi- 
cago. Later he and Mr. Crume took 
the general agency for the Manhattan 
Life. At one time Mr. Crume was pres- 
ident of the Majestic Life of Indiana. 
He entered the business in Chicago when 
he left that company. 





OUTCALT JOINS PENN MUTUAL 





Former Sales Promotion Manager in 
Keffer Aetna General Agency Made 
General Agent at Birmingham 





John J. Outcalt, sales promotion man- 
ager for the R. H. Kefter general 
agency of the Aetna Life in New York, 
has been appointed general agent for 
the Penn Mutual Life at Birmingham, 
Ala. He succeeds the late P. C. Ratliff, 
who died last spring. The Ratliff 
agency is one of the oldest in the state 
and includes 31 counties in the northern 
part of Alabama. 

John J. Outcalt has had a phenom- 
enal rise in the life insurance business, 
considering that little more than three 
years ago he had no business experi- 
ence whatsoever. Mr. Outcalt was grad- 
uated from West Point in 1924. He was 
a second lieutenant in the army until 
early in 1925 when he went with the 
Travelers in Washington, D. C., for the 
purpose of selling life insurance to army 
officers exclusively. 

In the following 15 months he sold 
118 cases for a total of $600,000 of in- 
surance, every one an army officer. This 
record would be good for anyone new 
to the business, but it was remarkable 
for a young man 22 years of age who 
had never been in the business before. 

It was Franklin W. Ganse, with whom 
Mr. Outcalt did some work in estate 
planning, who put him in touch with 
Hugh D. Hart, then general agent with 
Gerald A. Eubank for the Aetna Life 
in New York. He joined the Aetna 
Life organization, his job being to lec- 
ture to the new men brought in by the 
intensive advertising campaign of the 

















TWO NEW 
CONTRACTS 


For children, age one day 
to insurance age fifteen. A 
20-Year Endowment and 
20-Payment Endowment at 85, 
with PAYOR FEATURE 
which waives premiums and 
pays cash dividends in event 
of the death or disability of 
PAYOR, who may be parent, 
Full 
coverage after age five; graded 
death benefits prior to age five. 
Specimens and rates on request 


grandparent or guardian. 


Address Agency Department 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


Assets over $16,000,000 In force $98,000,000 
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agency. He spent 20 to 30 hours a week 
teaching and drilling this new material. 
To further equip himself he took the 
N. Y. U. training course under Vincent 
Coffin and then he was made super- 
visor of field training service. Last April 
he was made sales promotion manager 
of the Aetna Life agency under General 
Agent R. H. Keffer. 





SCHOCH WILL TAKE CHARGE 





Associate General Agent Has Been 
Appointed by the Aetna Life 
for Boston 





Henry K. Schoch, who becomes gen- 
eral agent of the Aetna Life at Boston, 
succeeds Acting General Agent John N. 
Adams, who went to that city last May 
following the resignation of Woodhouse 
& Jenney as general agents for eastern 
Massachusetts. Mr. Adams will return 
to the home office to his former duties 
as agency assistant. Mr. ‘Schoch, as an- 
nounced last week, has been assistant 
manager under General Agent S. T. 
Whatley at Chicago for the last two 
years. He entered life insurance in 1924 
when he was appointed personnel and 
educational director for the Grizzard 
System at Chicago. He left that office 





in 1925 to join Mr. Whatley’s organiza- 
tion. 

Arthur P. Shugg, for the past two 
years an agency supervisor for the 
Aetna Life at Boston, has been ap- 
pointed associate general agent with 
Mr. Schoch. Mr. Shugg entered the 
brokerage business in New York in 1919 
and remained until 1923, when he joined 
the Woodhouse & Jenney_ general 
agency. He produced $400,000 new paid 
for business in 1924 and 1925. 





CROWTHER GETS PROVIDENCE 





Takes General Agency There for Aetna 
Life—Now Connected With 
Pittsburgh Office 





The Aetna Life announces the ap- 
pointment of Freeman W. Crowther as 
general agent at Providence, R. I. Mr. 
Crowther has been connected with the 
general agency at Pittsburgh. He will 
succeed ’. Cooley, who has re- 
signed to devote his full time to per- 
sonal production. 

Mr. Crowther is a native of Spring- 
field, Mass., where he is widely known 
as a former professional baseball star. 
After graduating from the Springfield 
schools, Mr. Crowther entered the em- 





ploy of the Massachusetts Mutual Life, 
serving that organization at the home 
office and as cashier for Connecticut 
from 1905 until 1912. 

In 1912, he began his active baseball! 
career which lasted until 1916. In 1916 
Mr. Crowther joined the Aetna Life 
and became a traveling auditor. In 
1925 he was transferred to the N. E. 
Degen general agency at Pittsburgh. 
While a member of that organization, 
Mr. Crowther was for two years a $250,- 
000 producer and this year has entered 
the $500,000 class. 





George R. Duncan 


The John Hancock Mutual has en- 
tered Utah, appointing George R. Dun- 
can as general agent with headquarters 
in the Walker Bank building, Salt Lake 
City. Mr. Duncan was general agent 
there for the Massachusetts Mutual for 
more than seven years, severing his con- 
nection with that company about a year 
ago. 





Buford Warden 


The National Life of Vermont has 
created a complete general agency at 
Memphis. It has appointed Buford 
Warden as general agent. He is known 
throughout western Tennessee as a suc- 
cessful life insurance man. The office 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


| 
Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IlL., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 

















has been opened in the Exchange build- 
ing in Memphis. 





Clarence N. Anderson of Des Moines, 
general agent of the New England Mu- 
tual Life, announces the appointment of 
Francis T. Shadle as district manager at 
Estherville, Ia. 








EASTERN STATES 

















COURT FINDS FOR COMPANY 





Assured Held to Have Misrepresented 
Fact as to Health in Rein- 
stating Policy 





In Woodland vs. Liberty Life, Su- 
preme Court of Michigan, 217 N. W. 
796, insured defaulted in the payment 
of his premium, and his policy lapsed. 
He signed an application for reinstate- 
ment which contained this provision: 

“Said policy shall not be renewed or 
go into effect until this certificate is 
approved by said company at its home 
office during my lifetime and continu- 
ance in good health.” 


Company Approves; Assured Dies 


This application for reinstatement was 
signed by the insured April 1, and was 
approved by the company April 4. At 
the time of this approval the insured 
was seriously ill with pneumonia and 
died April 6. 

On the above facts the company de- 
nied that there had been an effective 
reinstatement of the policy. Suit was 
brought on the policy and judgment was 
rendered for the plaintiff. On appeal 
the higher court in reviewing the record 
and in reversing this judgment, said: 


“Good Health” Defined 


“The expression ‘good health’ as used 
incident to insurance contracts is com- 
parative, and has a more or less flexi- 
ble meaning. This court has said ‘sound 
health’ is a state of health free from 
disease or ailment that affects the gen- 
eral soundness and healthfulness of the 
system seriously, not a mere temporary 
indisposition which does not tend to 
weaken or undermine the constitution 
of the assured. . . 

“If we test this case by the foregoing 
or any other fair and reasonable defini- 
tion of the expression ‘good health, 
it is obvious that only one conclusion 
is possible from the proofs, which is that 
by noon of April 4, 1924, the insured 
was not in ‘good health,’ but, on the 
contrary, he was seriously ill, and con- 
tinued in that condition until his death 
two days later. 

“The verdict of the jury cannot be 
sustained. The trial court should have 
granted the defendant’s motion for 
judgment notwithstanding verdict. Be- 
cause of the error indicated, the judg- 
ment is reversed, and the case remanded 
to the circuit court, with directions to 
set aside the judgment heretofore en- 
tered, and in lieu thereof to enter judg- 
ment for defendant.” 





Agent’s License Suspended 


The Massachusetts insurance depart- 
ment has suspended for 90 days the 
license of Francis T. O’Neil of Walt- 
ham, an agent of the John Hancock 
Mutual Life. Complaint was made to 
the department that O’Neil had pro- 
cured improperly a policy of insurance 
on James M. Perry, a minor, and that 
he did so knowing that young Perry 
was an inmate of the state school for 
feeble minded. 





Voshell Is Smith Booster 


Insurance men throughout Maryland 
are being asked to join a League of In- 
surance Men for the election of Al Smith 
in a circular letter sent out by Jonatl 1an 
K. Voshell, Baltimore, manager of the 
Metropolitan Life and former president 
of the National Association of Life Un- 
derwriters. Mr. Voshell, a former +. 
publican, said he was not interested ! 





Aug 


the 
but | 
he a 


ness 
of de 
alco 
of its 
conti 
boun 
ily gi 
ested 
chan; 
son { 


C 
Th 


ers 2 
Peter 
the A 
a life 
the | 
week 
held 
gaarc 
socia' 
in lif 
an ef 
class 
the « 
ing n 


Lond 

Me 
of the 
just | 
$2,64¢€ 
insure 
field | 
of its 
torce 


a % 
partn 
left C 
office 
new i 
Mr. J 
office 











NY 


ised 
om: 
eXi- 
und 
rom 
ren- 
the 
ary 
to 
tion 


ing 
fini- 
Ith,’ 
sion 
that 
ired 

the 
‘on- 
‘ath 








August 31, 1928 








LIFE INSURANCE EDITION 

















the political affiliations of the recipients 
but he favored Governor Smith because 
he advocated temperance. 

“Those of us in the life insurance busi- 
ness who kept statistics showing causes 
of deaths know that the mortality due to 
alcoholism, cirrhosis of the liver and all 
of its attendant complications,” the letter 
continued, “has increased by leaps and 
bounds since prohibition and it is stead- 
ily gaining, and we are, therefore, inter- 
ested in our people to the extent of 
changing the thing which shows the rea- 
son for this increased death rate.” 


Gravengaard to Conduct School 
The Columbus, O., Life Underwrit- 


ers Association has arranged with H. 
Peter Gravengaard, general agent of 
the Aetna Life at Columbus, to conduct 
a life insurance school for the benefit of 
the underwriters of central Ohio the 
week of Oct. 8. The sessions will be 
held in the Y. M. C. A. Mr. Graven- 
gaard is président of the Columbus as- 
sociation. He has had much experience 
in life insurance educational work and 
an effort is being made to enlist a large 
class of central Ohio underwriters in 
the class. Mr. Gravengaard is mak- 
ing no charge for his services. 





London Life Employes Take Insurance 
Members of the office and field staff 
of the London Life, London, Ont., have 
just insured their lives for a total of 
$2,646,000. Four years ago the company 
insured its employes in both office and 
field on the regular group plan, as part 
of its welfare work, and the amount in 
force under this plan is now $615,000. 





S. V. Aldridge Returns East 

S. V. Aldridge of the educational de- 
partment of the Phoenix Mutual Life, 
left Chicago last Saturday for the home 
office after spending some time with 
new men in the Robert A. Judd agency. 
Mr. Judd, who has been away from his 
ofice for two weeks on vacation, 





ve- | 


turned this week. Leon Soper, director 
of advertising and publicity, was a vis- 
itor in the Chicago office last week on 
his way back to the home office from an 
extended tour of the west. Mr. Ald- 
ridge reports that the company has 
made unusually good progress in Chi- 
cago on its Western Electric Company 
group insurance plan. 


“Great Institutions” Advertised 


On the day of Charles Curtis’ ac- 
ceptance of the Republican vice-presi- 
dential nomination in Topeka, Kan., 
Topeka Association of Life Underwrit- 
ers placed a large advertisement in the 
“Daily Capital” of that city, honoring 
“Two Great institutions,” the associa- 
tion and Mr. Curtis. The association 
stressed the fact ‘that it is the largest 
organization of life insurance men in 
any state of the Union in a community 
with a population of only 60,000. 


Philadelphia Life Trip 


Philadelphia Life representatives who 
have qualified for 1928 Plico Club quotas 
will be invited to the annual conven- 
tion of the National Association of Life 
Underwriters as guests of the company. 
Eastern and southern men will gather 
at Philadelphia and go by special train 
to Detroit, western agents going direct. 
Wives of those filling the usual addi- 
tional quota will also be guests of the 
company on this trip. Robert E. Long, 
agency secretary, and Ervin R. Hurst, 
director of agency service, will represent 
the home office in this convention, 


Occidental Life in Canada 

J. W. Miller of Winnipeg has been 
appointed Canadian manager of the Oc- 
cidental Life of Los Angeles, which is 
entering the Canadian field. Mr. Miller 
has represented the Western Mutual 
Life for 14 years, the last nine as gen- 
eral agent, and his production in 1927 
was over $1,500,000. 
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NOTICE IS SUFFICIENT PROOF 


Entitled to Admission as Evidence to 
Prove Preceding Premium Due 
Was Paid 





In Ohio National Life vs. Craddock’s 
Adm’r, Court of Appeals of Kentucky, 
299 S. W. 964, an action was brought to 
recover on a policy. The right of the 
plaintiff turned on whether or not the 
premium on the policy for a given No- 
vember had been paid. In proving the 
payment of the November premium, the 
plaintiff introduced evidence of the fact 
that the defendant had mailed out a no- 
tice during the succeeding January re- 
minding the insured that the February 
premium would soon be due. 


Judgment Affirmed 


Upon the trial of the cause the trial 
court admitted the evidence of the no- 
tice having been sent, and the trial of 
the cause resulted in a judgment in 
favor of the plaintiff. The defendant 
appealed, and the higher court in pass- 
ing on the admissibility of this evidence, 
and in affirming the judgment rendered 
below, said: 

“Appellant contends 
were not admissible in evidence, but 
plainly they were. In the usual course 
of events, such notices would not have 
been sent out if the November premium 
had not been paid. The fact that they 
were sent out therefore tended to estab- 
lish that the November premium had 
been paid. . . 

“From this resume of the evidence it 
is apparent that this was a case for 
the jury, and that its verdict finding for 
the appellee is not flagrantly against the 
evidence. Judgment affirmed.” 


these notices 





COMPANY IS 21 YEARS OLD 


Jefferson Standard Life Celebrates At- 
taining Its Majority With 
“Of Age” Campaign 


The Jefferson Standard Life of 
Greensboro, N. C., has celebrated its 
2ist anniversary. In its 21 years of ex- 
istence the company has moved steadily 
forward until at the present time its 
standing is 31st in the United States as 
regards the amount of regular ordinary 
business in force. At the time of its 
organization, in 1907, it was in 112th 
position. 

By way of commemorating the birth- 
day, agents of the company engaged, 
during the month of August, in an “Of 
Age” campaign, with their goal set at 
$10,000,000 ot business for the month. 
The rapid growth of the company may 
be realized when it is considered that 
this amount is more than the company 
had in force at the end of its third year. 

The Jefferson Standard operates in 26 
states, the District of Columbia and 
Porto Rico, having an agency force of 
more than 1,000 men and women. Its 
home office building, owned by the com- 
pany, is one of the finest office buildings 
in the south, 


Agents Honor St. John 


In view of the fact that Harry D. St. 
John, agency director of the Alamo Life 
of San Antonio, Tex., celebrated his 
42nd birthday last week, as well as the 
beginning of his fourth year with the 
Alamo Life, President Graham Dowdell 
had suggested to the agency force that a 
bouquet of 42 roses, to be represented 


by 42 applications, be presented to Mr. 
St. John as a fitting remembrance. In 
response to this appeal 72 applications 
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Will This Happen to You 

Some cold morning next January will 
you find yourself experiencing that thrill 
of packing summer clothes in your luggage 
while the snow whirls outside the window 
panes? Will you taxi down drab icy 
Streets and board a train for the South- 
land with the vision of summer before you? 
Quickly the hours will pass, as-hours do, 
in pleasant conversation and reading. All 
through the night the train glides swiftly 
southward. Then on the morrow, behold 
the miracle! Winter has vanished! It is 
summer and you step from the door of 
your Pullman into the sunshine and 
fragrance of Palm Beach. 

You still have the balance of August and 
the entire month of September to complete 
your qualification. Do not fail to put forth 
every effort for to miss the Palm Beach 
Convention will be to miss a glorious treat. 





Dates Ahead 


Palm Beach—January 23, 24, 25, 1929 

We know everyone was delighted to re- 
ceive Dr. Simmons’ letter announcing the 
Royal Poinciana Hotel as the headquarters 
of the Convention in Palm Beach and the 
dates of the meeting as January 23, 24 and 
25, 1929. Heretofore we have held two- 
days’ meetings and this extra day will give 
us not only more time to devote to busi- 
ness but more time to play at America’s 
Great Winter Playground. 





Miss Macfarlane Honored 

The many friends of Miss B. B. Mac- 
farlane, Supervisor for Louisiana, will be 
pleased to learn that she has been made 
Chairman of the Committee on Education 
of the National Association of Life Under- 
writers. For sometime Miss Macfarlane 
has served on this Committee and her ap- 
Ppointment as its head is the just reward 
of the splendid work she has been doing 





along educational lines both for the Pan- 


American and the Life Insurance Fra- 
ternity. Miss Macfarlane succeeds as 
Chairman, Mr. Frank L. Jones, who is 


retiring from field work to accept a vice 
presidency of the Equitable. 





Five Point Victory Policy 
There are five distinct features which 
guarantee— 
1. Immediate Cash for Premature Death. 
2. Life Income for Total Disability. 
3. Independent Income for Old Age. 
4. Immediate Cash Loan for Unemploy- 


ent. 

5. Double the Insurance for Accidental 
Death. 

Under the Pan-American Life Five Point 
Victory Policy Plan you can be financially 
free—you can enjoy life without worry— 
you can have the things you have always 
wanted and in the meantime there is a 
fund steadily accumulating to provide you 
with the comforts and pleasures of life in 
old age. By simply making a limited 
number of small deposits this fund will be 
waiting for you when your working days 
are over. This, however, is only one of 
the many benefits this plan affords you. 

The Five Point Victory Policy will guard 
and protect you— 

1. If you die: 

Your family or estate will receive the full 
face of the policy in immediate cash. 

If you die by accident: 

The policy will pay double the face value 
in immediate cash. 

3. If you suffer total disability: 

You, yourself, will receive an annual in- 
come for life; the Company will pay the 
premiums for you, and upon your death, 
the FULL FACE of the policy will be 
paid. 

4. If you live: 

You are guaranteed a substantial de- 
crease in premium payments at every five- 








year period, which guarantees you a very 
low net cost and at the same time a fully 
paid up policy. 

S. fe you wish a savings fund: 

You can mature this policy as an Endow- 
ment, according to its terms, and receive 
more than the full face of the policy. 





Missouri Appointment 

We are very pleased to announce the 
appointment of Mr. I. M. Fleming and his 
son, Mr. George Fleming, as General 
Agents of the Company at Springfield, 
Missouri. Mr. Fleming and his son have 
been very successful in the investment 
business which they have conducted in 
Springfield for several years and are promi- 
nent in the business life of Springfield and 
move in the highest social circles. 





Over Insurance 

The pamphlet entitled “Over Insurance” 
recently mailed to you is No. 1 of a series 
of articles written by the Underwriting De- 
partment for the information of the Agency 
Force. Do not fail to read this booklet 
carefully because it carries an important 
message and should give you much valu- 
able information in regard to a very im- 
portant phase of Life Insurance under- 
writing. 





The Measure of a Man 

Courage is the badge of manhood. Add 
to this fortitude and indomitable will and 
you have three of the greatest qualities 
that go to make a man. Harry E. Allison 
of Indiana, Pennsylvania, possesses these 
qualities and more. So badly crippled with 
rheumatism that for years he could scarcely 
leave his room and now recovered only to 
such an extent that he can be carried to 
and from his automobile, he has succeeded 
already in making a double qualification for 
the Palm Beach Convention. What he has 
accomplished under this severe physical 
handicap should be an inspiration to every 
man in our Field Organization. Those of 
you who have strong bodies and nimble 
hands and feet should heed the lesson which 
Harry Allison's wonderful courage, forti- 
tude and determination have accomplished. 


—c. D. Cc. 





Mr. Leonard A. Goodman 


Our many readers will be interested in 
knowing that Mr. Leonard A. Goodman 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


PAN-AMERICAN LIFE REVIEW 


has recently been elected to the first Vice- 
Presidency of the El Paso Association of 
Life Underwriters. Not only have Mr. 
Goodman's knowledge of the business and 
his ability as an underwriter earned for 
him this merited recognition, but because 
he always strives to observe the best ethics 
of his chosen profession. 





What Makes A Winner 


What would you think of driving eighty 
miles to have an applicant examined for 
Life Insurance? Would you do it? Mr. 
C. W. Tatum of the H. S. Smith Agency 
did this and as a result he was the leader 
in his agency during the month of March 
and as you know was the leader in his 
class for the President's Month Contest 
and won one of the handsome Waltham 
Watches given p Ae Company as prizes 
during March. ¢ want to congratulate 
Mr. Tatum on his splendid success. 





Mr. Young Appointed Supervisor 

Mr. Richard §. Young has been ap- 
pointed the Company's Supervisor for cen- 
tral Tennessee. Mr. Young is a success- 
ful Insurance man but for the past few 
years he has devoted himself to other lines. 
He has now returned to the Life Insurance 
business which he is determined to make 
his life's work. Mr. Young is making his 
headquarters temporarily at Smithville, but 
intends to move to one of the larger towns 
in his territory as soon as he gets his 
work under way. 





Pan-American Service 

Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. 

Substandard Insurance for Under-average 
lives. 

Group Insurance. 

All forms of Accident and Health Insur- 
ance. 





We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 


E. G. SIMMONS, 
Vice-President and General Manager. 
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NEARING THE HUNDRED 
MILLION MARK OF 
INSURANCE IN FORCE! 


| 
| 


The Continental 
Life Insurance 


Co. 


OF ST. LOUIS, MO. 


Grows Stronger Every Day 
42,000 Policyholders 
Assets $13,000,000 





LIFE - ACCIDENT - HEALTH 





A few more hustling agents wanted in 
Highly Productive Territory 


Close Home Office Cooperation 


Write for particulars to 


Continental Life 
Insurance Co. 


Ed Mays, President 
ST. LOUIS, MO. 








were presented from 52 agencies, total- 
ing $137,000. 

The Alamo Life has now passed $10,- 
000,000 insurance in force, a gain of 
nearly $9,000,000 since Mr. St. John be- 
came connected with the company in 
August, 1925. 





Whitten Agency’s Contest 
On July 13 the S. R. Whitten, Jr., 


agency of the Home Life of New York 
in Mississippi announced a 30-day con- 
test along unique lines, in that each of 
13 men was assigned two days which 
he was responsible for production. It 
was Mr. Whitten’s idea that this would 
develop not only a splendid production 
during an otherwise dull period, but 
would give each man an opportunity to 
make his agency what he wanted it to 
be. The result was highly satisfactory, 
with approximately a 220 per cent in- 
crease over the same period in 1927. 

A challenge by H. T. G. Hoffman of 
Mount Sterling, Ky., a good friend of 
the Whitten agency, to produce more 
applications during the period than any 
man in the Whitten agency was met 
by John W. Saunders, who produced 
$100,000 in volume in three applications; 
whereas Mr. Hoffman produced in 23 
applications $94,435, an average of more | 
than an application a day for the days 
he was in his field. The contest stin-- 
ulated the Mississippi boys to such an 
extent that they decided to make their 
company allotment for the year by the 
end of August. 


Clabaugh Addresses Credit Men 


The advantages of carrying life insur- 
ance as a means of obtaining better 
credit were outlined to members of the 
Associated Retail Credit Managers of 
Birmingham last week by Samuel F. 
Clabaugh, president of the Protective 
Life of that city. 

“A man’s debt paying qualities have 








important bearing on his acceptability 
as a life insurance risk,” Mr. Clabaugh 
said. He showed that banks and large 
businesses in general are making it al- 
most compulsory for their employes to 
carry life insurance. 

The speaker was introduced by Her- 
bert J. Baum, a representative of the 
life company. 





Write Million for Campbell 


Eighty-two agents of the Aetna Life 
in Arkansas participated in a new busi- 
drive that netted $1,102,000 in 
new insurance. This was done as a 
tribute to Gordon H. Campbell of 
Little Rock, general agent of the com- 
pany, and the new business was pre- 
sented to him as a birthday gift. 

H. D. Edwards of Benton led the list 
with six applications for $149,000. A 
parchment testimonial bearing the names 
of the office personnel and field men, 
in addition to numerous telegrams, was 
received by Mr. Campbell. 


ness 





Agents Produce Well in Contest 


The San Antonio, Tex., agency of the 
Jefferson Standard Life recently closed 
a 30-day campaign with a total produc- 
tion of $407,000. The manager of the 
agency, O. P. Schnabel, divided his rep- 
resentatives into two groups, which 
competed with each other. 

One team was headed by A. G. Jans- 
zen and the other was captained by 
Clarence A. Hertel. The Janszen group 
wrote $205,000, and the Hertel group 
$202,000. The captains led their respec- 
tive teams, Mr. Janszen writing 36 ap- 
plications for $81,000, while Mr. Hertel 
led his team with 41 applications for 
$74,000. 

The San Antonio agency is one of 
the leading agencies of the Jefferson 
Standard, although it has been in exist- 
ence but six years. 
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STUDY INSURANCE SERVICE 





Classes to Be Conducted in Los Angeles 
by California Manager of 
State Life 





Arthur J. Hill, California manager of 
the State Life of Indiana, has arranged 
a series of study lectures and discussions 
which will be open to the general public 
or other members of the insurance fra- | 
ternity. The course will open Aug. 30 | 
and be held weekly. It will take up the 
numerous services which life insurance 
renders. Considerable attention will be 
paid to the provision of special funds 
for protection of copartnerships and 
corporations, inheritance tax purposes, 
investment returns possible under the 
State Life’s policies and other advan- 
tages which may be created to meet the 
specific situation confronting the policy- 
holder. It is not planned to devote any 
time to the salesmanship of life insur- 
ance, but to dwell solely on its service, 
according to Mr. Hill, under whose di- 
rection the study classes will be con- 
ducted. 





Report on Oregon Life 


The Oregon, Idaho and California 
departments have recently completed a 
convention examination of the Oregon 
Life as of June 30. The report shows 
that the company is in excellent finan- 
cial condition, with reserves, capital and 
surplus that guarantee the adequate 
protection of its policyholders. A con- 
sistent growth is being made in business 
and assets. 





Will Award Heron Trophy 


Preparations are under way for the 
meeting to be held in September by the 
San Francisco Life Underwriters As- 
sociation. At this meeting the newly 


elected officers will be installed and 
the Heron Trophy, which is annually 
awarded to the association member who 
during the previous year has rendered 
the most meritorious service to life in- 
surance, will be presented. A. V. Bay- 
ley, Jr., has been appointed chairman 
of the committee of control, which 
awards the trophy. Other members ol 
this committee appointed by President 
Arthur S. Holman are E. H. L. Greg- 
ory, J. B. Duryea. Victor A. Anderson 
and Arthur S. Holman. Mr. Bayley is 
the present holder of the trophy. 





Dern on West Coast 


A. L. Dern, manager of agencies for 
the Lincoln National Life, is on an ex- 
tended business trip west. He is visit- 
ing various agencies en route, including 
Aberdeen, Butte, Seattle, San Francisco, 
Sacramento, Salt Lake City and Denver. 
For a short rest, while on the coast, Mr. 
Dern and his family plan to visit Alaska. 





—“ 


ACCIDENT AND HEALTH 

















CLAIM ASSOCIATION PLANS 





Special Train to Be Run from Chicago— 
Entertainment Features of Meeting 
Are Announced 





Arrangements have been made for 4 
special train starting from Chicago to 
carry the western delegates to the meet- 


| ing of the International Claim Associa- 
| tion, which will be held at Old Point 


| Comfort, Va., Sept. 


10-12. That train 


| will leave Chicago Sept. 8 at 1 p. ™- 
| going via the Big Four and Chesapeake 


& Ohio, with the trip arranged so that 
the delegates will view by daylight the 
scenic beauties of the Allegheny and 
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Blue Ridge mountains. T. 


of the Great Northern Life, Westmin- 


western delegation. The eastern sched- | 
ule is in charge of H. P. Gallaher, as- 
sistant superintendent Mutual Life of 
New York at its home office. 
Announcement has also been made 
of the entertainment features in connec- 


| mandant. 

! 

| 
tion with the meeting at Old Point Com- | 

| 

| 

| 

} 

| 


ning. 


fort. Monday zfternoon, Sept. 10, there 
will be a boat trip along Hampton 
Roads, giving an opportunity to view the 
wonderful harbor as well as a fleet of 


afternoon motor coaches are engaged | Minneapolis. 








CALIFORNIA 





The oldest Trust Company 
in the West 

Wells Fargo Bank 

Union Trust Co. 


SAN FRANCISCO 
Since 1852 


\ Trust Department established 18932 


ILLINOIS 














LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 
CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 











bey underwriter who can 


Le be swung over to the 
' : trust company form of ad- 


even ministration will double his 





sh 4_~«C#ussineesss.” 
Excerpt from an article by 
@ prominent underwriter. 
First Trust and Savings Bank 
Chicago 








General Accident Appointments 

J. R. Burroughs, who recently resigned 
as manager of the Duluth agency of the | 
accident and health department of the | of Des Moines, succeeding 
General Accident, which he built up to 
a . ’ . s j very successful proportions, will now take 
U. S. warships. The ladies bridge party | charge of the development of the indus- | southern California. He 
will be held Monday evening. Tuesday | trial department of that company at | home office in February. 


W. Hislop | to take delegates and guests on a de-|is named to succeed 
lightful trip along the Virginia shore, 
ster building, Chicago, has charge of the | with a stop at Langley Field, where 
the party will be the guests of ‘the com- 
The golf tournament will 
also be held Tucsday afternoon, with 
the annual dinner dance the same eve- | ceeded at Saginaw by J. 


home office experience 


southern agency. Mr. 








Martin. Mr. Martin 


B. B. Sawyer, Saginaw, | 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


ILLINOIS 


manager of the Norfolk 


Great Western’s Agency Supervisor 
LeRoy W. Secor has 
agency supervisor of the Great Western 
George C. 
again take 
agency in 
went to the| 


charge of the company’s 





Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust representative. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 





McPherson as the company's Des Moines city agency, 
district. His 


will continue to have charge of the 


the claim | local agency. President W. G. Tallman 


| department of another company and his announced the change on his return to 
| field experience with the General equip | the home office from a month's business 
| him to make a success of that thriving | trip into Canada and the eastern states. 
Sawyer is suc- | 


Rust. 


National L. & A. Promotions 


| 

| The National Life & Accident has pro- 
| moted J. W. Patton of Tyler, and C. EB, 
appointed | Taylor of Memphis No. 2 to superin- 
|} tendencies in their respective districts. 





Commercial Travelers’ Convention 
| The 29th annual convention of the In- 


ternational Federation of Commercial 


Mr. Secor, who has been manager of | Travelers’ Organizations was held in 
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“T’ll Make Assurance Double Sure”’ 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 
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THE FARMERS’ LOAN 
AND TRUST COMPANY 
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Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
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Quebec. R. A. Cavenaugh of the Illinois | a ahosecine. The ihe ai diiliaa : 


Commercial Men's Association presided. 
The organization includes most of the 
larger associations writing accident and 
health insurance on traveling men. 











NEWS OF FRATERNALS 








RECENT FRATERNAL CASES 


Some Decisions That Have Been 


Handed Down by Higher Courts 
Involving Important Points 


Morris took out a benefit certificate 
payable to “Jessie M. Morris, wife.” Mr. 
Morris paid his monthly dues to and in- 
cluding the month of December, 1923. 
He died Feb. 3, 1924, without having des- 
ignated any change of beneficiary. Some 
time before his death the beneficiary 
obtained a divorce. The law of the so- 
ciety contains no provision respecting 
the divorce of a beneficiary. Held that 
this is a society within the provisions 
of the statute limiting beneficiary to 
that of wife, and, therefore, within the 
decision in Modern Woodmen vs. Patton, 
229 Mich. 62. Plaintiff, upon divorce, 
was no longer beneficiary. Judgment 
for plaintiff reversed. Morris vs. Pro- 
tected Home Circle, of Sharon, Sup. Ct. 


Mich. 
7 o - 





that the falsity of the warranties had 
been conclusively proven, dismissed the 
actions. The question, “Have you ever 
consulted a physician?” was immediately 
preceded by the question, “Are you in 
good health.” What more natural than 
for assured, who had just answered the 
latter question in the affirmative, to 
think that the former question required 
an affirmative answer only, provided a 
previous consultation with a physician 
was in relation to a disorder which af- 
fected her present state of health. It 
might well have appeared to assured 
that defendant was not “seeking for in- 
formation to merely temporary disorders 
disturbances, having no 


or functional 

bearing upon general health or contin- 
uance of life.” Judgment reversed. 
New trial granted. Nowak vs. Brother- 


hood of American Yeoman, Ct. of Appeals 


N. F. 
* * * 
Held that when funds have been ac- 
quired by a fraternal association for 


| the mutual benefit of its members, such 


funds constitute a trust in favor of 
every member of the association in good 
standing, and in the absence of special 
agreement, the parent body cannot suc- 
cessfully lay claim to the funds upon 
an involuntary dissolution of the local 
association; and where the power to for- 


feit the property of the local associa- 
tion is given to the parent body by 
charter or by-laws, the forfeiture can 


only be effected for good and reasonable 
cause, which can be determined only 
after the association has been given due 
to 


The defense was that assured, in her | notice and a reasonable’ opportunity 
applications for certificates had falsely | be heard. Scott vs. Donahue, ce. 
warranted that she had never consulted | Appeals, Cal., Ist Dist. Div. 2. 








NEWS ABOUT LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘‘Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 


Policy Literature, Rate Books, etc. 














RULES GOVERNING AVIATION 


Union Central Life Announces New 


Rules as to Its Underwriting 
of These Cases 


The Union Central has announced its 
new rules governing aviation risks. The 
only passengers to be considered are 
those who fly in licensed planes with 
transport or limited commercial pilots, 
from airports rated C-C or higher. For 
those that do not take more than five 
flights a year there will be no extra 
premium and the maximum limit will 
be $50,000. For those who take from 
6 to 10 flights the extra premium will 
be $5 per $1,000, and the maximum 
limit $25,000. For those who take from 
11 to 20 flights a year the premium extra 
will be $7.50 and the maximum $15,000. 
For those who take from 20 to 50 flights 
the extra premium will be $15 and the 
maximum limit $10,000. For those who 
take more than 50 flights the extra pre- 
mium will be $25 and the maximum 
$10,000. 

For air men the extra premium ranges 
from $10 to $25 per $1,000 according to 
the classification and the limit on the 
best classes is $10,000 and on others 
$5,000. 


Pan-American Life Convention 


The Pan-American Life agency con- 
vention will be held at Palm Beach, 
Fla., Jan. 23-25. : 


Lincoln National Gains 


The mark of $550,000,000 insurance in 
force has been passed by the Lincoln 
National Life. July showed an increase 
in paid business of more than $3,000,000 
over the same month last year. The 
year through July shows a gain of more 
than $10,000,000 over last year. 


New England Mutual 


The New England Mutual has issued 
to its agency force the following notice 
on insuring women: 

“1. The company’ will insure mar- 
ried or unmarried women with property 





| 





or with earned incomes of their own, 
for any amount within the table of lim- 
its of insurance now in force. Waiver 
of premiums, income during disability 
and double indemnity are available only 
for women with earned incomes, who are 
also preferred risks. Beneficiaries may 
be named without restrictions. 

“2. The company will insure married 
women without property or earned in- 
comes of their own, for any amount not 


greater than $5,000, not including pro- 
visions for waiver premiums, income 
during disability, or double indemnity. 


Such women may name as beneficiaries 
their estates, children, husbands or par- 
ents, 


Eureka-Maryland Assurance 


Officials of the Eureka-Maryland As- 
surance are working on a new rate book, 
which the company plans to put into 
effect by Oct. 1. According to tentative 
plans the book will carry two new poli- 
cies. One will be known as the pro- 
fessional men’s preferred risk policy for 
$5,000, in place of a whole life policy, 
and will apply to physicians, dentists, 
bankers, attorneys, etc. 

The other policy be known as the en- 
dowment at 85 years and will be intro- 
duced in states like Illinois, which will 
not permit whole life policies. 

The two policies, however, will not 
be placed in effect until they have been 
sanctioned by the insurance commission- 
ers of the various states. 


Mutual of New York 


The Mutual Life of New York an- 
nounces a new form of contract known 
as the “investment annuity,” which will 
give a lifelong income and will leave 
the principal practically intact. The an- 
nuity will be issued without medical ex- 
amination on male and female lives. The 
annuity is sold in units, each $1,050 of 
the purchase price yielding a guaranteed 
income of $35 a year, to which excess 
interest will be added. The contract will 
have death refund value and loan and 
eash surrender privileges. If the con- 
tract is terminated by death, settlement 
may be made under the company’s op- 
tional modes of settlement. 


“When you tell your favorite story 
and the better half chimes in to change 
every little point—well, you know the 
feeling! Your prospect feels your inter- 
ruptions even more keenly.” 





WITH INDUSTRIAL MEN 











CHANGES BY JOHN HANCOCK 


Promotions and Transfers in Various 
Districts Announced by Home 
Office of Company 


named men have been 
promoted by the John Hancock Mutual 
Life from agents to assistant superin- 
tendents in the districts of their service: 
Jack G. Pattara, Chicago 4; Eugene B. 
Reynolds, Long Island City; Joseph P. 
Ferando, New London (Westerly de- 
tached); J. Edward Lyons, Columbus, 
O.; William J. Bevirt, St. Louis 1; Her- 
bert H. Mintonye, Des Moines; E. Gerald 
Courtney, Baltimore 1; Wilfred O. Fon- 
taine, Fitchburg, Mass.; William B. 
House, Dayton, O.; James D. Evans, 
Peoria (Galesburg detached); Albert 
Silver, Mt. Vernon; Warren Ellis, Sagi- 
naw, Mich. 

Promoted 


The following 


and transferred: William J. 
Warren, from agent at Brighton, 
Mass., to assistant superintendent at 
Newark, N. J.; Albert A. Hackman, from 
agent at New Haven to assistant super- 
intendent at Newark, N. J.; Stanislaus 
M. Olabicky, from agent at Lynn, Mass., 
to assistant superintendent at Detroit 
2; Philip N. Normandin, from agent at 
Pawtucket to assistant superintendent 
at Lowell, Mass.; taymond J. Casey, 
from agent at Waterbury to an assistant 
superintendent at New Haven, Conn. 
Assistants transferred: John H. Cres- 


pin, Arthur J. Theriault and Elmer D. 
Simcox, from Davenport, Ia., to Moline, 
Ill.; Henry L. Jordan, from Mt. Vernon 


to Porchester detached, same agency. 

Other changes: Joseph J. Betz, from 
agent at Ridgewood, L. I., to claim ad- 
juster at Newark, N. J.; Charles J. Arn- 
heiter, from assistant cashier at Newark 
to cashier at Newark, N. J. 





Western & Southern News 


The Delaware, O., office of the West- 
ern & Southern Life has been consoli- 
dated with the Marion, O., district office 
under Superintendent G. C. Steward. 

The Chicago West district of the 
Western & Southern, under Superintend- 
ent J. J. O'Leary, had its annual outing 
at Dellwood Park, Chicago. The feature 
event was a ball game between the Joliet 
staff and the Chicago West agents. 

F. E. Headington, formerly assistant 
superintendent at sedford, Ind., has 
been promoted to superintendent of the 
St. Louis-Manchester district, succeeding 
W. G. Kaltenbach, who has been trans- 
ferred to Wheeling, W. Va. 

The Western & Southern announces 
the following promotions from agent to 
assistant superintendent: W. C. Clark, 
Wheeling, W. Va.; S. L. Banoul, Chicago- 


Humboldt; P. Miller, Chicago-Humboldt; 
A. Russell, Mansfield; J. E. Wise, Cleve- 
land East; J. H. Freeman, St. Louis 
South; J. Mendrick, Detroit North; E. 


Davies, Collinsville, Ill; R. F. Reeve, 
Tiffin, O.; O. Osborne, Conneaut, O.; H. 
M. Thompson, St. Louis Central; G. H. 
Weber, Chicago-Irving Park: W. 


Michaelis, Chicago-Irving Park; M. Como, 
Chicago West; C. F. Marshall, Kokomo; 
G. G. Carpenter, Clarksburg, W. Va.; C. 
Hughes, Middletown; W. Green, Dayton 
South; C. B. Hudson, Washington, Ind: 
C. Quenzer, Connersville, Ind.; and W., 
Schuster, Indianapolis North. 

The Western & Southern Life’s district 
office at Ellwood City, Pa., has been con. 


solidated with the New Castle, Pa, 
office. 
The Western & Southern Life an- 


nounces the promotions of the following 
agents to assistant superintendents: R, 
L. Chandler, Louisville West; H. ¢@ 
Varble, Louisville West: L. R. Seckinger, 
Steubenville, O.: H. Hahn, Pittsburgh 
North; D. D. Mitchell, Frankfort, Ind 
E. W. Gilbert, Richmond, Ind.; R. M. Mil- 
ler, Richmond, Ind., and H. St. John, 
Columbus, Ind. 

The field leaders in joint results, in- 
cluding industrial and ordinary insur- 
ance, are superintendent Ed Shoemaker, 
Assistant Superintendent H. K. Nunn, 
and Agent J. M. Hartnett, all from 
Peoria, Il. 


Eureka-Maryland Appointment 
T. J. Mohan, superintendent of agents 
of the Eureka-Maryland Assurance, has 
announced the appointment of Daniel 


G. Brennan as assistant manager at 
Wilkes-Barre, Pa. Mr. Brennan was 
formerly superintendent of the Balti- 
more Life at Wilkes-Barre. 

Mr. Mohan and other officials of the 
Eureka entertained 35 agents of the 


Wilkes-Barre, 
Pa., 


company stationed at 
Nanticoke, Scranton and Hazleton, 
at the home office Tuesday. 


News of the Prudential 


The annual picnic of the Lafayette 
(Ind.), district of the Prudential was 
held recently at Columbian Park in 


Lafayette with nearly 200 persons pres- 
ent. C. D. Harbaugh, district superin- 
tendent, was host. 





Changes Are Announced 


R. J. Deans, formerly assistant at New 
Bern, Va., for the Life Insurance Com- 
pany of Virginia, has been appointed as- 
Sistant at Goldsboro. H. V. Rawles, an 
agent, has been made assistant to suc- 
ceed Mr. Deans. John W. Hardison, an 





agent, has been made assistant in the 
Portsmouth, Va., district, succeeding 
|R. C. Esleeck, resigned. 





TRANSFER OF A BUSINESS POLICY TO 


ANOTHER 


SIMILAR BENEFICIARY | 





TTENTION has been called to 
cases where a corporation policy 
was reassigned to a new corpora- 

tion.. Section 213-b-2 of the revenue act 
of 1926 provides that in case of transfer 
or assignment for valuable consideration 
the income tax exemption is limited to 
the consideration and premiums paid by 
the transferee even though the proceeds 
be payable as a death claim. 

Opinion was sought from Prentice- 
Hall, the national tax service publishers, 
and from some _ insurance attorneys. 
These authorities agreed that under the 
circumstances the wisest solution was to 


cancel the insurance and rewrite new in- | 


surance at the attained age of the as- 
sured. 
Comment on the Issue 

A life insurance man in commenting 
on this says: 

“This provision of the law is so illog- 
ical that all these authorities are at a 
loss to explain the purpose and scope 
intended by congress. The national tax 
service publishers seem to think it may 
have been aimed at corporation insur- 
ance while the Diamond Life Bulletins 
are inclined to think it might have in 
view the stopping of assignments of life 


insurance to beneficiaries who thereafter 
| pay the premiums in order to obtain 2 
complete estate tax exemption. Some 
color is lent to this last supposition by 
my recollection of being told by some 
one that the treasury department openly 
threatened attorneys for life companies 
with some such action on income tax eX 
emptions if attempts to upset the validity 
of the estate tax on life insurance were 
not discontinued. I am unable to recall 
the source of this information but was 
sufficiently impressed with it at the time 
so that I recognized the present situation 
as a very probable consequence. 


| 
| 
| 
| 
| 
| 
| 


Provision Is Vague 


“In my opinion the possible scope 
this provision is so broad and so vague 
that it is likely to defeat its own purpose 
As.viewed in the light of sound principles 
of law and underwriting there is no 1 
come derived from the proceeds of 4 
death claim where the beneficiary has 2" 
insurable interest, and while that pri 
ciple has apparently not been decide 
directly, yet the inference is that the 
decision in the case of Supplee-Biddle 
Hardware Co. 265 U. S. 189, strong 





tends to support such conclusion.” 
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APPROVE NON-MEDICAL 
BASIS FOR FRATERNALS 


August 31, 1928 


Important Action Taken at Fra- 
ternal Congress Meeting 
in Toronto 


REVISE CONFERENCE CODE 


Amendments to Be Prepared for Pres- 
entation to Legislatures of Various 
States at Next Session 


TORONTO, Aug. 29.—The National 
America 
meeting here approved 
medical insurance and other features 
that will have a far-reaching effect on 
fraternal operation. It was the largest 
convention in the history of the organi- 
the 
full delegations for the purpose of vot- 


at its 


non- 


Fraternal Congress of 


annual 


zation, many of societies sending 


ing their whole strength on the propo- 
sitions under consideration. 
The convention devoted a whole day 


to the discussions of non-medical ac- 
ceptances, after a special committee 
authorized last year had submitted a 


report condemning that form of busi- 
ness but without making recommenda- 
tions. A minority report was submitted 
in favor of non-medical. The 
was on the question of adopting the 


Resolution on Non-Medical 


The subject was settled by adopting 
a resolution introduced by Herman L., 
Ekern providing for amending the code 
to permit societies to write non-medical 





| 


debate | 


LIFE 


contracts with the proviso that “such 
additional reserves, if any, shall be set 


up as may be required by the superin- | 
tendent of insurance of all organizations | 


writing life insurance without medical 


examinations.” 


INSURANCE EDITION 


nile convention be held, attended by | 


| 


President Sidney H. Pipe headed an- | 


other special committee that reported a 
complete revision of the New York 
Conference bill, the code in over 
In committee of the whole 
first three sections were approved to the 
satisfaction of the delegates, but upon 
the proposition that actuarially solvent 
societies be permitted to operate in re- 
spect to their insurance business on the 
same plans as those of legal reserve life 
insurance companies, but permitting the 
few remaining insolvent societies to get 
along the best they could, there was a 
great difference of opinion. 


tate 
States, 


Compromise Proposal Adopted 


This was settled by the introduction 
of a compromise resolution by George 
R. Allen, president of the Fraternal Aid 
Union, providing for the following: 

1. Free designation of beneficiaries 
as may be provided in the laws of the 
society. 

2. The issuance of such forms of 
contracts on such plans with such bene- 


fits and to such persons as may be pre- | 


scribed by the laws of each society. 
3. Issuance of non-medical business. 


4. Approval of three sections already | 


amended, these sections relating to defi- 


nition of societies, the lodge system and 


representative government. 

5. Appointment of a committee of 
seven members to prepare the necessary 
amendments. 

It is understood that the committee 
will soon be appointed and will have its 
amendments ready for approval by the 
fraternal societies early in the winter 
so that the amendments may be intro- 
duced in the legislatures of the various 
states. 

In the presidents’ section a suggestion 
by Arthur A. Bentley, president of the 


40 | 
the | 





juvenile representatives and drill teams 
trom congress societies, was adopted. 

E. J. Dunn, president of the Loyal 
American Life Association, Chicago, 
was elected president of the congress 
for the ensuing year. For vice-presi- 
dent the congress elected Mrs. Frances 
Buell Olson, national president of the 
Degree of Honor Protective 
tion, St. Paul, Minn. According to cus- 
tom, she will be advanced to the presi- 
dency next year. 

While the convention was in 
the death of Secretary Thomas F. 
Donald in Chicago was announced. The 
executive committee elected Thomas H. 
Cannon, high chief ranger of the Cath- 


session 


Mc- 


olic Order of Foresters, Chicago, to that | 


Miss Frances R. 

executive secretary 
of the congress 
Exchange building 


othce 
elected 
have 
the 
cago, 
Members 
are: Sidney H. Pipe, Toronto; 
John E. Owen, Detroit; W. Holt Ap 
gar, Trenton, N. J.; 
Montreal; Tom L. McCullough, Dallas; 
Frances C. Jakabcin, Reading, Pa. 


Leahy 
and 
office in 

in Chi- 


charge 
Stock 


of 
elected 


PROGRAM OF AGENCY RALLY 
Massachusetts Mutual Life Has An- 
nounced Schedule of Talks for 
Its Annual Convention 
The annual agency convention of the 
Massachusetts Mutual Life will be 
held at Swampscott, Mass., Sept. 17-19. 


The program is as follows: 
Monday, Sept. 17—0:15 A. M. 
Opening of the Convention—Caleb Rf 
Smith, Detroit; President of the Agent 


Association, 


was | 
will 


the executive committee | 


Charles Duquette, | 


| this 
|invested a 


Associa- | 


19 


Paying Death Duties—James M. Blake, 

Philadelphia 
Safeguarding the 

ment of Mortgage | OF 


Rochester 


Home Through Pay- 
irl J 


Foster, 


Completing Investment Plans—Thomas 
\. Wilson, Binghamton. 
What Shall a Man Do for Charity— 


Frank T. McNally, 
Monday, Sept. 17.-—2 FP. M. 


Minneapolis. 


Beginners’ Meeting, in charge of Burt 
H, Wulfekoetter, Cincinnati. 


Tuesday, Sept. 18—0:15 A. M. 


Satisfying Family Needs 
Income for Dependents—Henry W. Ab- 
bott, Pittsburgh. 
The Child's Birthright Louis B. Be- 
han, Hartford 
The Sunset of Life Eugene C, Noyes 
Cleveland 
Remembrance Insurance J. Hawley 
Wilson, Peoria. 
Wednesday, Sept. 19—0:15 A. M. 
Satisfying Business Need 
Indemnifying Business Against Loss of 
Life Value Norris H. Bokum, Chicago. 
Effecting Transfer of Deceased Inter- 
est in Business—F. Jean Little, Detroit. 
Protecting Credit and Business Obli- 
gations Fred F. Syman, Denver. 
The Way Out—John W. Yates, Detroit. 


Election of Officers. 


Shows Investments 


Distribution of its funds invested dur- 
ing the first seven months of 1928 
shown in a statement issued this week 
by the Equitable Life of New York. In 
months the company has 
total of $93,000,000, distri- 
follows: 


is 


seven 
buted as 


Railroad 

Public utility ...... 

Industrial ... ose 619,006 
ee -—- ~ $33,373,665 


Guaranteed and Preferred Stocks 


$ 8,002,716 
24,751,887 


Railroad ......60.-. $ 962,795 
| Public utility 1,514,214 
Industrial 5,366,394 
BOGE eececenccsee — — $7,843,403 


Welcome—William H. Sargeant, Presi- | 
lent of the Massachusetts Mutual 
Satisfying Creditors 
Dying at Par—George E. Lackey, Ok- 


Mystic Workers, that a national juve- | lahoma City. 


\ 


Real Estate Mortgages 
$14,380,577 


9,323,750 


Farm loans ....... 
Home purchase loans 
Business and dwell- 

ing loans eee 28,478,066 


oo errr —_— 


$52,182,393 





Indemnity. 


basis. 





in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


ing is here to stay. 


from nearest age 10 to nearest age 60. 


Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent Disability, Premium Waiver and Double 


Serve and Succeed With The 


SPRINGFIELD, ILLINOIS 


A. L. HEREFORD 


President 


C. HUBERT ANDERSON 


Superintendent of Agencies 


MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


All Standard Policies 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
Every policy issued by this company may be sold on the monthly installment 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
Why not investigate? Write direct to the Home Office. 


It is issued on a very 


Springfield Life Insurance Company 
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AGENCY BUILDING IS 
TOPIC OF CONVENTION 


Provident Mutual General Agents 
Hold Session at Home 
Office 


IS LED BY BUREAU MEN 


John M, Holcombe, Jr., and H. G. Ken- 
agy Alternate in Handling Topics 
Brought Up 


PHILADELPHIA, Aug. 30.— The 
three day convention of the General 
Agents’ Association of the Provident 
Mutual Life came to a close yesterday 
with the election of officers. It was the 
first general agents’ convention held in 
the auditorium of the new Provident 
building in West Philadelphia. 

This year the Provident 
agents forgot the subject of salesman- 
ship entirely and took as the theme for 
their convention that of building up an 
agency. With the exception of two talks 
Tuesday morning by Louis F. Paret of 
New Jersey and Nathaniel Reese of De- 
troit, the subject was handled by John 
M. Holcombe, Jr., and H. G. Kenagy, 
both of the Life Insurance Sales Re- 
search Bureau. Messrs. Holcombe and 
Kenagy alternated in speaking on the 
various subjects and then invited dis- 
cussions from the general agents. One 
of the questions that seemed of particu- 
lar interest was the number of agents 
an agency required in a city of 130,000 
population, 


general 


Big Percentage Insurable 


Vice-president M. Albert Linton de- 
clared that from 33% to 40 percent of 
the white population is insurable and 
Mr. Holcombe asserted that one agent 
should take care of 10,000 insurable 
population. 

Mr. Holcombe stated that one of the 
secrets of success as a general agent is 
“always being receptive to new ideas.” 
He added that “if you insulate yourself 
against new ideas it will not be long 
before you will isolate yourself against 
success.” on 

Speaking on the recruiting of better 
men, Mr, Kenagy declared that about 
75 percent of the agents leave the busi- 
ness before they have been in it 18 
months and about 50 percent before 
they have been in for 12 months. He 
said that the average cost of securing 
and training a new agent has been esti- 
mated at $500. 


Cost of “Turnover” High 


“How much,” he asked, “does it cost 
the business and the general public for 
a turnover of 40 percent of the 250,000 
life insurance agents a. year?” 

He went on to point out that a large 
portion of the 40 percent do not belong 
in the business and that they muddy the 
waters for the companies and the other 
agents, 

He said that the general agent, in se- 
lecting new agents, should be definite as 
to the exact type of man he wants and 
should analyze his own personal charac- 
teristics and get men to fit the general 
agent. 

He then went on to name the follow- 
ing ten points that one general agent 
uses in selecting new agents: 1. Must 
have successful record. 2. Must have 
record of industry. 3. Home life must 
be happy. 4. Must be able to prove 
himself self-reliant. 5. Must have physi- 
cal endurance. 6. Demonstrated ability 
to manage his own affairs. 7. Must have 
ambition. 8. Mental alertness. 9. A de- 
sire to render service. 10. Loyalty. 

General agents, he said, ask how 
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THE NATIONAL 
INTERNATIONAL LIFE 


AGENTS ARE SOUGHT 


BIG SCRAMBLE IN THE FIELD 





Companies Sought to Swing Producers 
to Their Forces—Many New 
Connections Made 





Since the International Life condition 
became public there has been an at- 
tempt in every direction to secure the 
agents on part of other companies. It 
seemed a foregone conclusion that the 
International Life would not be reha- 
bilitated. The best that could be done 
would be reinsurance. This came about. 
The Missouri State Life took over the 
business but of course did not take over 
all agents. Many of the agents will 
connect with the Missouri State Life. 
Others have already made _ contracts 
with other companies. 

The International Life agents have 
been greatly disturbed and will lose 
thousands of dollars by this explosion. 


Grantges’ Skirts Clean 


During all the widespread publicity 
regarding the International Life there 
has never been a word spoken against 
W. I*. Grantges, vice-president, who has 
been in charge of the agency depart- 
ment. Mr. Grantges came through un- 
scathed. He is a man of ability who has 
undoubtedly been confronted with some 
very embarrassing situations. The com- 
panies did not hesitate to approach In- 
ternational Life men owing to the con- 
dition of the company. The Interna- 
tional Life had some valuable general 
and soliciting agents in different parts. 
It is now announced that Mr. Grantges 
will go to the Missouri State Life and 
take an official position in connection 
with the agency department. Mr. 
Grantges himself has the confidence of 
the International Life men. They real- 
ize that its plight is due to financial 
skulduggery and stock manipulation. 

The downfall of the International Life 
agency organization which was really 
a very good producing body of men will 
result of course in a realignment of these 
forces. After having passed through an 
experience of this kind, these agents 
have been very careful as to their con- 
nections for the future. 


many men they should employ. The 
answer to that question, he declared, is 
the answer to the question, “How many 
can I develop in my agency?” 

Care in Selection Needed 


He added that general agents should 
show the same care in selecting new 
agents as the companies do in accepting 
new risks. He said that no new agent 
should be hired unless the general agent 
has first had from three to four inter- 
views with him and has thoroughly in- 
vestigated the man’s background. 

The sources of new agents, said Mr. 
Holcombe, are in the general agent him- 
self, in old agents in the agency and 
through advertising—newspaper and di- 
rect mail. He said the general agent 
should always keep his mind receptive 
to the lookout for possible new agents 
and advocated a prospect card file. 


Missouri State Life on Air 


The Missouri State Life has joined 
the ranks of life insurance companies 
operating radio broadcasting stations, as 
among the assets taken over from the 
International Life were the rights of 
that company in radio station KWK, 
St. Louis, Mo. 





“The youngster who sets his fire- 
crackers off by the pack later looks rue- 
fully at his more frugal companions. 
That’s the way you will look after 
rashly ‘shooting the works’ at the be- 
ginning of an interview, leaving nothing 
to say by way of rebuttal. Find out his 
views first.” 








CALIFORNIA STATE LIFE 
AGENTS IN CONVENTION 


GATHER AT DEL MONTE, CAL. 





Former Representatives of Intermoun- 
tain Life, Recently Reinsured, 
Take Prominent Part 





SAN FRANCISCO, Aug. 30.—The 
first agency convention of the California 
State Life since acquiring the Inter- 
mountain Life was the annual meeting 
of the El Capitan Club, held in Del 
Monte. The spirit of loyalty displayed 
by the 22 leaders who had formerly 
been representatives of the Intermoun- 
tain was one of the outstanding features 
of the meeting. J. O. Carter, formerly 
president of the Intermountain Life, and 
now a director of the California State, 
paid a fine tribute to the manner in 
which that company is carrying out the 
agency contracts with the former Inter- 
mountain representatives, stating that 
the producing forces had come to the 
California State Life 100 percent and 
were more than happy in their new con- 
nection. More than 60 producers who 
have represented the California State 
Life for a number of years also quali- 
fied as members of the El Capitan Club, 
which requires paid production of $125,- 
000. 

That the company has enjoyed an 
entirely satisfactory experience at pre- 
vailing rates and is accumulating ample 
reserves in spite of liberalization of 
disability clauses and policy contracts, 
including double indemnity, was brought 
out at the convention. 


Carothers Is Club President 


With a paid production during the 
past year of $630,000, Robert E. Wat- 
son, retiring president of El Capitan 
Club, again qualified for that honor. As 
this office may not be held by the same 
person twice in succession, however, the 
honor this year goes to Samuel W. 
Carothers of Dallas, Tex., second larg- 


est producer. Mead W. Harlan of 
Fresno becomes first vice-president; 
Lahroy C. White of Amarillo, Tex., 


second vice-president, and Alva Dennis 
of Red Bluff, Cal., third vice-president, 
these offices being upon the basis of 
paid production. Benton Maret, super- 
intendent of agents, acts as permanent 
secretary of the club. 

Mrs. Stella G. Gibbs of Woodland, 
Cal., the only woman to qualify and a 
member of the club for five years out 
of the seven she has been with the com- 
pany, acted as hostess at a get-together 
party for the ladies. Mrs. Gibbs not 
only holds a remarkable record for con- 
sistent production, but has a record for 
persistency of business, thus far this 
year having suffered not one single 
lapse. 

Kruse Presides at All Sessions 


President J. Roy Kruse presided at 
all meetings and introduced Judge C. E. 
McLaughlin, general counsel, who de- 
livered the address of welcome at the 
opening session. The first day’s pro- 
gram included addresses by Frederick 
Faulkner, superintendent of the public- 
ity bureau; Carl O. Brown, superintend- 
ent of the new business department; H. 
H. Buckman, secretary and actuary; A. 
H. Hakenson of Salt Lake City, and 
George F. Price of Phoenix, Ariz. One 
evening was given over to a discussion 
of business corporation insurance by J. 
V. Hart of Sacramento and Mr. 
Faulkner. 

Dr. S. E. Simmons, vice-president and 
medical director; Alex Kaiser of Sacra- 
mento; Cecil M. Clary of San Jose, and 
Benton Maret were speakers at later 


sessions. 
Coe Is Golf Winner 


The annual banquet, at which Presi- 
dent Kruse presided as toastmaster, was 
held Thursday evening. George W. 
Coe, home office supervisor, won the 
golf tournament, receiving a handsome 





EQUITABLE MODIFIES 
PRACTICE ON AVIATION 


Accepts Passengers with No 


Added Premiums If Number 
of Flights Small 


NO CHANGE ON AVIATORS 


Company Feels That Extension of Fly- 
ing and Recent Improvements 
Justify Liberalization 


NEW YORK, Aug. 30.—Another im- 
portant addition is made to the list of 
life companies liberalizing their practice 
in underwriting aviation risks, the Equi- 
table Life of New York this week an- 
nouncing that in the future it will ac- 
cept passengers at no additional pre- 
mium, if the number of annual flights is 
small, and at graded increases of from 
$2.50 to $25, if the number of flights is 
large. Policy limits will .vary from 
$2,000 on those doing extensive flying 
to no limit other than the company’s 
regular policy limits, if the flying is only 
occasional and in regularly operating 
planes. The practice on aviators is not 
changed, these being accepted at a rat- 
ing up of $25 per $1,000 and at a maxi- 
mum of $2,000. 

The Equitable’s change is announced 
as follows: “Persons who fly only as 
passengers for hire in licensed passen- 
ger airplanes operated between estab- 
lished airports by an incorporated pas- 
senger carrier will be acceptable without 
an aviation extra premium, if the an- 
nual number of flights is very small or 
with an aviation extra premium of from 
$2.50 per $1,000 to $25 per $1,000 ,if en- 
gaging in a greater number of flights. 
The extra premium, if charged, will vary 
with the amount of flying done.” The 
limits, as stated, will vary with the na- 
ture of the risk, with $2,000 as the total 
to be written on those rated at $25 and 
greater amounts for those whose rating 
is less. Pilots will, as heretofore, be 
written at a rating up of $25 for a limit 
of $2,000, no change being made in this 
item. In all cases, pilots or passengers 
of stunt planes, exhibition planes or 
army planes will not be accepted. 


New Questionnaire Form 


In commenting on the change, the 
Equitable stated, “The past year has 
witnessed a remarkable increase in the 
number of persons using established ait- 
ways as a means of transportation. The 
question of offering insurance on the 
lives of persons who fly is of special 
interest to the Equitable because of our 
position as one of the pioneers in this 
field. Believing that the spread of es- 
tablished passenger-carrying air lines, 
the development of well regulated air- 
ports and the numerous improvements 
in aircraft construction have eliminated 
some of the previous hazard, we are 
pleased to announce this change. A new 
aviation questionnaire form will be sent 
to agency cashiers and one of these 
forms must be completed, signed and 
submitted as part of the application ™ 
every case where the applicant has ¢? 
gaged in aviation in the past or expects 
to do so in the future.” . 

This announcement is further evr 

(CONTINUED ON NEXT PAGE) 








golf bag as the prize. Elbert M. Smith, 
branch manager at Marysville, came ™ 
second. The annual ball game betwee? 
the southern and northern groups Te 
sulted in the cup going to Salt Lake 
City for a year as the property of the 
northern group. 
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PROGRAM ANNOUNCED > 
FOR COMMISSIONERS 


Important Topics to Be Consid- 
ered by Supervising Officials 
at Annual Meeting 


PLENTY OF .RECREATION 


Full Details Regarding Sessions to Be 
Held at Rapid City, S. D., Sept 
24-28 Are Given Out 


The completed program for the an- 
nual meeting of the National Conven- 
tion of Insurance Commissioners, to be 
held at Rapid City, S. D., Sept. 24-28, 
The discussion 
which is to 


was given out this week. 
of unauthorized insurance, 
be led by Commissioner Freedy of Wis- 
consin, is expected to be one of the 
important features of the meeting. The 
subject of acquisition cost in life insur- 
ance is also expected to receive especial 


attention. The program in detail fol- 
lows: 
Monday, Sept. 24 


Motor trip to the northern Black Hills, 
including visits to Deadwood, Lead, the 
Homestake mines, Spearfish, and Ice Box 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
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Canyons, with trout fry at some outdoor 
spot along the trip. 

Banquet in evening at 
Johnson. 

Addresses of Welcome—W. J. Bulow, 
Governor of South Dakota; L. N. Crill, 
Secretary of Agriculture of South 
Dakota. 

Response—Charles R. Detrick, 
fornia, Firwt Vice-President. 


Tmesday, Sept. 25 


Meeting called to order by 
dent. 

Call of sttates. 

President’s Address, A. 5S. 
Tennessee, President. 

“Interstate Insurance,” C. D. 
ston, Michigzan. 

Discussiom—George H. Thigpen, Ala- 
bama, and William R. Baker, Kansas. 

“Convention Examinations,” D. C. 
Lewis, South Dakota. 

Discussion—Dan C. Boney, North Caro- 
lina, and Ben Lowery, Mississippi. 

Call of Cammittees. 

Tuesday Afternoon, Pamunkey 
monial in Rapid Canyon. 

Wedmesday, Sept. 26 

An all day trip through the Southern 
Hills, visiting Sylvan Lake, Harney 
Peak, Meunt Coolidge, Rushmore and 
falo luncheon will be served at Sylvan 
Lake and an Elk dinner at the Game 
lodge Inn, with dancing afterwards. 
Sept. 27 


and Committee 


Hotel Alex 


Cali- 


the presi- 


Caldwell, 


Living- 


Cere- 


Thursday, 


Communtications Re- 
ports. 
“Unauthorized Insurance, a Growing 
Evil,” M. A. Freedy, Wisconsin. 
Discussiion—R. C. Clark, Vermont, 
Sam B. K-ing, South Carolina. 
“Present Day Marine Insurance,” 
A. Beha, New York. 
Discussiomn—H. O. 
ton, and Wesley E. 
setts. 


and 


Fishback, Washing- 
Monk, Massachu- 


Afternoon 


“Acquisition Costs of Life Insurance,” 
John R. Dtimont, Nebraska. 
Discussio n—George W. Wells, Jr., 
nesota, and Howard P. Dunham, 
necticut. 
“How 
Brought 
California. 
Discussion—Carville D. 


Min- 
Con- 


of Laws Be 
Detrick, 


May 
About?” 


Uniformity 
Charles R. 


Benson, Mary- 


land, and William C. Safford, Ohio. 
Friday, Sept. 28 
Communications and committee re- 


portr. 
Election of ‘officers. 


NATIONAL 


UNDERW RITER 








August 31, 192s 











be a general discussion of departmental 
problems. 
Adjournment. 


COLUMBUS MUTUAL 

AGENCY CONVENTION 

(CONTINUED FROM PAGE 11) 

tendent W. C. Safford who was called 
to St. Louis on account of the Interna- 
tional Life deal. Mr. Doody paid a high 
tribute to the Columbus Mutual stating 
that there is no company that is look- 
ing after its agents more conscientiously. 
He said that President Brandon has the 
utmost respect for the rights of agents. 
Arthur I. Vorys, an attorney at Colum- 
bus, formerly superintendent of insur- 
ance, was present at the meeting hob- 
nobbing with Mr Barry. Mr. Vorys 
in his talk declared that the Columbus 
Mutual is all right because it started 
right. He was fully acquainted with the 
organization of the company, its founda- 
tion stones and its ambitions. He had 
great praise for its management. 


Plans Jubilee Convention 


In addition to its annual agency sec- 
tional meetings, the Lincoln National 
Life gives its agents, every five years, 
a special jubilee convention and trip. 
At this time plans are being made for 
the next one, and Quebec and Cuba are 
the destinations being discussed. The 
last trip was to Estes Park. 

Since qualification for attendance de- 
pends both upon quality and quantity 
of business written, it is necessary to 
make preliminary announcements of 
plans far in advance, for it is not pos- 
sible to determine quality until the year 
after business is written. So the quality 
and quantity of business written in 1928 
and 1929 will determine who will be 
guests of the company in the 1930 ex- 
cursion and convention. That year will 
mark the 25th anniversary of the Lin- 
coln National Life. 


Life Notes 


“Insuring MHartford’s Traditions” is 
now the job of many Hartford insurance 
men who are sponsoring a drive to raise 
funds to perpetuate the home of Mark 
Twain in Hartford. J. C. Gorton, gen- 
eral agent for the Connecticut General 
Life, is one of the leaders. Other insur- 
ance men playing important roles are 
































Executivte session, in which there will iiubiasd and ees iene c. f. 
Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD). 
Incorporated Under the Laws of Maryliind, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 
J. N. WARFIELD, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 
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sis nome aie IF YOU DON’T KNOW, 
UNITED STATES LIFE Look in 
INSURANCE COMPANY 
In the City of New York THE INSURANCE ALMANAC 
Organized 1850 Non-Part icipating Policies Only 
Over 71 Years of Service to Policyho Iders $3.00 per Copy 
Good territory for personal producers, under direct contract 
sie HOME OFFICE: 105-107 Fifth Avenue,]vew York City sis 69 Molden Lene 
New York, NY. 
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T. O. Berge, President 


JUST WHAT YOU WANT 
The best in Life and Casualty contracts. 
Liberal Commissions, Non-forfeitable Renewals. 


Leads iimd genuine co-operation. 
This is the oldest Life, Health and A ccident Company in the Northwest. 
have been substantially increased by tmergetic new management. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 


Assets and surplus 


P. G. Erickson, Secretary 








CHICAGO AGENTS SEE 
VALUE IN PROGRAMMING 


Do Not Generally Approve Its 
Overdevelopment in the Ap- 
proach, However 


BELIEVE SIMPLICITY BASIC 


Say This Method of Selling Is Used by 
All Agents, but Should Not Be 
Over-Elaborated 


“Programming” has come to be a 
recognized factor in life underwriting, 
but the extent to which it is developed 
and used by those in the field depends 
largely upon the locality and the char- 
acter of the business written by the 
agent. In Chicago there do not seem 
to be many agents using a highly devel- 
oped system of “programming.” Even 
among the leading producers in the city 
there is a tendency towards simplifica- 
tion of presentation and a return to the 
old method of straight salesmanship, 
without the “frills.” 


Some Have Developed It 


There are, of course, a number of 
agents who make a definite use of pro- 
gram insurance. One agency manager 
who has a considerable amount of per- 
sonal production, being one of the rank- 
ing producers of his company, never 
makes a sale without an elaborate pres- 
entation of the case. He draws up all of 
the information in elaborate form and 
presents a definite program for his pros- 
pect in a brief of no mean proportions. 
Another life underwriter, also one of the 
leaders for his company, makes his ap- 
proach almost entirely on the basis of 
“programming,” doing so with a very 
elaborate system. He uses the most 
comprehensive analysis he can draw up 
and presents to his prospect a veritable 
book on the case, itemizing in detail 
each and every need and showing just 
which are now unprotected by life in- 
surance. 


Not Used Extensively 


In general, however, the majority of 
the agents in Chicago do not seem to 
turn to this manner of presentation. One 
agency manager with a very sizeable 
agency stated that he had only one man 
in his office who used what he called 
“programming” and that man was near 
the bottom of the list in production. It 
was the opinion of this agency manager 
that programming can be used to advan- 
tage by certain types of agents in cer- 
tain localities. He pointed out, for in- 

(CONTINUED ON PAGE 24) 


ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 
ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the vati- 
ous parties who may have an interest in 


the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the com 
scientious life un iter. 

Also a new LOW COST 

PREFERRED RISK POLICY 
Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 
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M. D. Donham Declares That All Agents 
Should Keep Up a Strict Accounting 
Of Their Time Spent in Actual Work 


D. DONHAM, general agent of 
M the National Life of Vermont 
* at Columbus, O., spoke before 
the Columbus Mutual Life agency or- 
ganization on the importance of ac- 
counting for one’s time. Mr. Donham 
is a firm believer in having a well de- 
veloped time program that an agent 
should follow. He said that every agent 
should give an account to someone for 
his time. 


Should Give Account 
of the Hours Spent 


He declared that a man should give 
an account to a general agent, company 
office, to himself or to his wife. Once 
a record is kept of the disposition of 
one’s time it will be surprising to see 
the work of self discipline. Mr. Don- 
ham declared that it is worth something 
to keep a record of one’s time because 
it will result in more serious interviews. 
He distinguishes between real interviews 
and tentative interviews. <A_ tentative 
interview, he where an 


said, is agent 


calls on the prospect and the latter says 
he is too busy to take up the matter 
now but will see the agent later. 
Every agent, said Mr. Donham, has 
a weak spot. The written record brings 
out some of these weaknesses. It may 
be an agent is wasting time by not get- 
ting to his office early enough in the 
morning. Perhaps he is taking too 
much time at noon. Perhaps he is 





quitting too early in the afternoon. Mr. 
Donham said that no life insurance is 
gotten unless it is asked for. It does 
not come to a man in his office. An 
agent must go out in the highways and 
byways and see people. 

The record may bring out the fact 
that an agent is making too many calls 
to get an interview. There is something 
the matter then with the presentation 
of his case. It may be due to a poor 
approach. Then there may be a num- 


plications written. 
that where there have been a number | 
of actual interviews and the results are | 





ting up the proper canvas. He is not 
saying the right thing to his prospect. 


Insurance Personality 
Being Daily Built 


Mr. Donham said that a man should 
not only work but he should work in- 
telligently. He said that no agent is 
justified in canvassing a prospect un- 
less the former knows exactly what he 
is going to say. He said that a pros- 


| not forthcoming in the way of applica- , 
| tions it shows that the agent is not put- 


| 





pect is not interested in a proposition 
unless it has something of interest to 
him. 


Day by day, said Mr. Donham, an 
agent is building insurance personality. 
He develops it by his every-day attituae 
toward his business and the various re- 
lationships in life. An agent must 
work systematically, intelligently and 
diligently or he will become lax in his 
habits. When a man begins to weaken 
he is driving nails into his own coffin 

In connection with the talk the fol- 
lowing time sheet was distributed: 


At the foundation of every successful enterprise lies businesslike accounting 


Life insurance men are proverbially careless in keeping records and in accounting 
for their most valuable asset—time. Mr. Donham, general agent in Columbus for 
the National of Vermont, says that during the first year he used this chart. his 


production was increased fifty percent. 
up on your work regularly. 


As no one 


Keep a record during September 
is to supervise 


Check 


your bookkeeping, the 


value of the record will depend on how honest and thorough you are in analyzing 


your daily activities. 
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sure to eat regularly. 





Even if he could be sure 


A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 








to eat his fill every day, 


which he isn’t, the sub-agent finds little consolation 


in his treadmill existence. 


His human mind requires 


future provision assured beyond doubt. 


The General Agent Creates Future 





Wealth for Himself 





Are you ready to graduate into the general agent 


class? If so, we offer you 
own business—a handsome 


the chance to build your 
current income and ever- 


increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 


Strict Confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME O 
SHREVEPO 





FFICE 
RT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 











in America then and there. 


Priority in its field is not the 
distinction. THE MUTUAL LIFE 
still prevail It aims at q and to 


has an outstanding 


DAVID F. HOUSTON 
President 
34 NASSAU STREET 


Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February ist, 1843, “THE MUTUAL 
a YORK” issued its first policy. The business of lif — 


y's claim to greatness—age in itself is no great 
with high ideals of business conduct, which 
highly honorable in all its dealings. 

In its relations ae peiyeiies and their representatives THE MUTUAL LIFE 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


2nd Vice-President and Manager of Agencies 


ie insurance on the mutual 


GEORGE K. SARGENT 
NEW YORK, N. Y. 








policies, 


BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. Very 
attractive first year and renewal commissions and exceptional line of 
i If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects to visit 
Texas about May 1 and will arrange to see you personally. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 






























ACTUARIES 











CALIFORNIA 





ee OATES & HERFURTH 
CONSULTING ACTUARIES 

Barrett N. Coates 354 Pine St. 

Carl E. Herfurth . San Francisco 








ILLINOIS 
ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
® Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HGH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


J OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 

surance and for Pension Funds—Examina- 

tions and Appraisals—Statistical Service 
and Installations—Companies and Associa- 
tions managed under contract—Office Sys- 
tems and Réorganizations—Insurance Ac- 
counting and Audit 

75 Fulton Street New York 





OKLAHOMA 


J. McCOMB 
e .COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 





ared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
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CHICAGO AGENTS SEE 
VALUE OF PROGRAMMING 
(CONTINUED FROM PAGE 22) 


stance, that:there was a marked differ- 
ence between New York and Chicago 
and while the plan might work in New 
York he did not believe it would in 
Chicago. He said that the New York 
office hours, are from one to two hours 
shorter and; the business man has more 
time to turn to elaborate analyses. The 
Chicagoan, he said, simply has not the 
time to go through and analyze a com- 
prehensive statement of his needs. He 
wants a concise summary of what he 
has and a very brief statement as to 
what he needs. Also this agency man- 
ager said that he did not believe that 
one out of a hundred agents was capable 
of properly developing this type of pres- 
entation. He said that the elaborate 
analysis is beyond the scope of most 
men and if he endeavors to work it out 
he spends far too much of his time on 
the unnecessary details. 


Used By All 


One agent, who is the leading agent 
for his company, said that he used pro- 
gramming, as he understood it, but not 
as most of the life insurance speakers 
seem to analyze it. He believed that 
every life underwriter uses program- 
ming to a certain extent, but not in the 
highly developed forms such as have 
come into common use in recent years. 
It was his opinion that programming is 
merely good salesmanship. The agent 
who sells a policy to fit a specific need 
is programming. However, this agent 
did not feel it was advisable to step be- 
yond the stage of selling to fit.needs 
into the stage of erecting a superstruc- 
ture which neither the prospect nor the 
agent could adequately comprehend. 

Another prominent Chicago agent 
stated that he not only did not believe 
in programming, but believed that it 
would in time prove detrimental, if over- 
worked. He cited the case of the agent 
who develops a very comprehensive pro- 
gram, writing this policy to cover one 
need and that policy to cover another, 
until an array of policies is issued to 
cover every conceivable need of the 
prospect. He asked, however, what 
would happen in the event of a reverse 
in finances so that the policyholder was 
forced to drop some of the insurance. 
It would smash his whole program. He 
said as an alternative he uses somewhat 
of a program himself, as he believes all 
agents unconsciously do, but he does not 
believe in setting aside a policy for a 
definite need. He does believe in draw- 
ing up a schedule of needs and endors- 
ing a certain percent for this need and 
a certain percent for that need. In this 
way a reduction in the insurance does 
not take out any one form of protection, 
though it might reduce the amount for 
each somewhat below the desires of the 
policyholder. He said he did not wish 
to appear pessimistic, but he did not be- 
lieve that the present scale of produc- 
tion could keep on forever and further- 
more that many policyholders who now 
are insured for very large amounts will 
find it necessary at some time in the 
future to curtail their budgets consider- 
ably. 

Valuable for Big Lines 


_ One agent said that it would be very 
fine if all prospects were millionaires. 
He said that programming is the ideal 
way of presenting life insurance, but it 
requires a very well-to-do prospect to 
meet the average program. In the case 
of the average individual, a program is 
somewhat of a waste of time, as it is 
simply impossible for the average man 
to set aside enough money out of his 
income to actually provide for all of his 
needs. The needs can be used to sell 
what. insurance he can buy, of course, 
but it is somewhat of an unnecessary 
waste of time to develop in detail all of 
the needs which the agent knows cannot 
be adequately covered. Furthermore, the 
average business man does not want to 
go over a long detailed analysis and 
would more rather listen to a brief sum- 
mary presented orally by the agent. In 





the case of the agent who can sell better 
with the use of a written proposition, 
however, it might be of value. The ma- 
jority of the Chicago agents seem to feel 
a return to simplicity of presentation is 
more essential today than a continued 
development of a superstructure that 
can only become cumbersome, but they 
quite generally believe that program- 
ming in its fundamentals is and always 
has been used by the successful life 
1 nderwriter. 


Floyd Wertz Gets 
Life Insurance by 
His Musical Gifts 


LOYD E. WERTZ, who has been 

general agent of the International 
Life at Shelbyville, Ind., and now goes 
with the Columbus Mutual Life, literally 
sings himself into applications. He was 
at the agency meeting of the Columbus 
Mutual Life at Columbus, O., last week, 
accompanied by his agent, Lloyd L. 
Saunders. During the last 14 months 
Mr. Wertz’s agency produced $1,600,000 
for the International Life. He and Mr. 
Saunders were in great demand at the 
convention, as they are famous singers. 
They sing as a duet or they constitute 
two of a quartet in their city. They 
have sung in most of the churches at 
Shelbyville and gatherings of business 
men, social events, etc. Frequently 
these men will go out to canvass a man 
at his home. They give a little program 
of vocal selections before they start in 
their work. They sing whenever they 
have an opportunity. 

Was an Industrial Agent 


Mr. Wertz for some 15 years was 
agent of the old Public Savings of In- 
dianapolis. He learned all the ins and 
outs of industrial insurance. He is one 
of the live wires of his town. He is a 
member of the city council and is spoken 
of as a candidate for mayor. 

While he was with the Public Sav- 
ings a rival agent told him that a pros- 
pect wanted a policy in his company. 
The rival agent said he was not able 
to sell him one in his own company, as 
the prospect expressed his wish to have 
the other agent’s company. Mr. Wertz 
was not acquainted with the prospect. 
He went to his house and found that he 
was a so-called “Holy Roller” preacher, 
who was very much prejudiced against 
life insurance. 

The rival agent had played a trick on 
him. Mr. Wertz, however, went in, 
talked about everything but life insur- 
ance and finally got into a big discus- 
sion with the parson as to his consist- 
ency in not providing for his family. 
The dominie told him that he was a 
member of the greatest insurance com- 
panv in the universe because Jesus was 
president. Mr. Wertz agreed with him, 
saving that it was a magnificent com- 
panv, but he made this significant re- 
mark: “Brother, vou mav have a mightv 
wand company, but T want to tell vou 
that vou are a damn long distance from 
the home office.” He got the preacher's 
annlication and with great glee showed 
it to his rival. 


Jefferson Standard Life 
Prepares Ads for Agents 
A newspaper advertise- 
the use of company 


SERIES of 
ments for 

agents has been prepared by the sales 
promotion department of the Jefferson 
Standard Life of Greensboro, N. C. 
Many individual agents had requested 
the department to write small ads for 
them for their local newspapers, and it 
was decided to create a series for this 
purpose. 

The complete set of ads consists of 
three single-column and three double- 
column ads. Inasmuch as distinctiveness 
was a desirability, a special hand-drawn 
border was designed and a type face 
chosen that, while plain and readable, 








is as far removed as possible from the 
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ordinary type faces used in newspaper 
advertising composition. Each ad of the 
series features in its copy a form oi 
policy that experience has shown to be 
popular with the insuring public. 

The proposition made to agents is 
that the company will give them free 
a set of electrotypes or stereotype mats 
of the set, and the agent in turn will pay 
for the insertion in his local paper. This 
has proved successful and in all prob- 
ability the series will be enlarged in the 
future. Many agents have taken advan- 
tage of this offer who had never done 
any local newspaper advertising before. 


Sells Former Team-Mate, 
Now Ace Yankee Catcher 


RA J. MASSEY of the Little Rock 

branch of the Missouri State Life 
and William Dickey, catcher for the 
New York Yankees, used to play base- 
ball together on the teams in the Little 
Rock city league, and on the Hot 
Springs team. Then Mr. Massey went 
into the life insurance business and Mr. 
Dickey became a Yankee attraction. 
But before the man with the big leather 
mitt left Arkansas Mr. Massey sold him 
life insurance. Thus he added another 
notable to the Missouri State’s policy- 
holder list. Mr. Dickey is so good that 
he won the “most valuable player” 
trophy in 1927, and Mr. Massey is so 
good that he sells insurance to people 
like that. 


“Tell your story and then shut up. 
Too many prospects are talked into a 
sale and then talked out of it again. 
Going back over the same route merely 
gives him opportunity to voice some 
objections that he missed on the first 
trip.” 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 




















Ginjerlere 


Jasurance Company of America 
MILWAUKEE, WIS. 
operating im the tvliuwing states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Texas, Washington, Wis- 
consin. 
Give us a ring or address us if unattached. 

















A REAL OPPORTUNITY 


AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo bf 





elers Life Insurance Company, Toledo, Obio. 





















































































